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Aluminum truck tanks—Are they safe for hauling oil products? 
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yble Case Construction 
on ALL BRODIE BiRotor Meters 








means 

Sustained Accuracy 
Lowest Maintenance 
Maximum Safety 


Highest Dependability 


MEASURING UNIT can be quickly removed or re- 
placed while housing remains in the line. 


LINE CONNECTIONS need never be disturbed to 


Double case construction of cause possible leaks or misalignments 


Brodie BiRotor Meters doubly assures long- 


term accuracy, efficiency, and low-cost EQUALIZED PRESSURE aopend measuring unit pre- 
vents damage from fluid surges, shocks, or 


maintenance provided by readily replace- momentary overloads 


able measuring element — with its smooth 
continuous delivery at all speeds plus no DISTORTIONS from piping strains or pressures 
petite tii aeihidh 66 oui ueee Des will not affect accuracy of measuring unit 


the best in efficient metering at lowest cost, WELDED STEEL HOUSING protects against external 


specify Brodie BiRotors. damage or internal shocks 
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Have you checked Prest-0-Lite? 

_ This nationally advertised line 

offers a complete profit-packed 

program designed to meet your 
TBA requirements. 


PREST-O-LITE BATTERY COMPANY, INC., TOLEDO 1, OHIO 
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Bottom Outlet Type 


Is your product absolutely clean, 

your pump and loading valve protected 

against scale, grit, dirt and other foreign 
materials? 


Be sure! Use OPW Line Strainers for a contamination 

free product. Tight fit of cage and screen assures all 

product passing through strainer. Screen areas are many 

times pipe size for full flow. The simplicity of screen removal, 

cleaning and replacing, facilitates regular, periodic checkup in the 
shortest possible time. 


Choose your size, type and mesh! 125-pound standard or 200-pound 
high pressure types. Bottom or top outlet cage, reinforced for sturdiness 
and precision-fit. Screwed or flanged end. Flanges, bolts and gaskets 
to suit. Strainer meshes from 14 to 300. 


No. 487-F 


Top outlet type 200 pound 
flanged, drilled and faced 
on pipe ends with bolted, 
gasketed cap. 


2735 COLERAIN AVE. CINCINNATI 25, OHIO 
2 


i LINE 
STRAINERS 


No. 387 


Top outlet type. 
125 pound. Heavy 
ribbed iron. body 
has tapped plug in 
top section for air 
relief connection, 
also bottom drain 
plug. Both drilled 
for seal wires. 


No. 187-F 


Bottom opening 
type. Heavy cost 
iron body, 125 
pound. Furnished 
with 40 mesh 
bronze cage, rein- 
forced screen for 
gasoline, 14 mesh 
brass screen for 
fuel oil. 


No. 387-F 


Top outlet type 
cage, perfect for 
pit application. 125 
pound flanged, 
drilled and faced. 
Cap can be seal 
wired to prevent 
tampering. 
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National 


Petroleum 


Behind Our Headlines 


Our October 7 “Look Before Leap- 
ing” piece on the problems involved 
in station site selection apparently was 
a real bell ringer. 

We've heard it discussed and com- 
mented upon many times around the 
country by marketing men, both ma- 
jor and Independents. All of them 
seem to feel that here is a phase of the 
marketing business that can stand im- 
proving, which undoubtedly explains, 
too, why one large company arranged 
to distribute 2,000 copies of the NPN 
article within its sales organization. 


Another recent article that appar- 
ently struck a responsive chord was 
Houston bureau man Marvin Reid’s 
piece on how the R. E. Moore Co. 
built up its own brand of lube oils. 

Jobber R. E. Moore writes us that, 
“We have received many notes and 
comments on your story from all over 
the country and even from abroad.” 

Which goes to prove, we choose to 
think, that NPN not only gets around 
but is thoroughly read. 

* 

Speaking of readership recalls a 
second letter to hand from a small job- 
ber in Mississippi. After saying some 
particularly nice things about our 
Ahead of the News section and other 
features, he concludes as follows: 

“I also like the advertising, for it 
keeps one informed of the best in 
products and equipment for our busi- 
ness. Altogether, I enjoy and profit 
from your publication. I have read it 
regularly for the past 20 years, and 
have always found it good. I would not 
want to be without NPN.” 


—Herbert A. Yocom 
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* ALARGE PART of Mr. Pulsifer’s business is in T.B.A. items. His National 
* helps control this inventory and provides valuable sales information, 





cuts bookkeeping time in half 


**We operate one of the busiest service 
stations in greater Portland,” says 
Mr. Pulsifer. ‘‘Like many station 
owners, we felt that no customer should 
have to wait while an operator went 
inside to record a sale on a cash register. 

**Eventually it occurred to us that 
this theory was wrong because we were 
sacrificing protection of our money for 
customer convenience. Also we were 
risking loss of customers due to errors 
that happened when we made change 
out of our pockets. 

**Our new National mechanically 
adds items of each customer’s purchase. 





f ~ 
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MR. EDWARD T. PULSIFER, Texaco Dealer in Portland, 
Maine, regards his National Sales Register as a valuable 
business partner . . . praises its money-making advantages. 


“My CValional Sales Register 
pays for itself every 6 months... 


This ends mistakes in addition and 
pleases customers. 


“Our National helps control stock. 
Every sale of tires, batteries, accessories 
is printed and classified on the audit 
strip, locked inside the register. A mere 
check of these sales with previous stock 
on hand gives us accurate control over 
our inventory. Our bookkeeping time 
has been cut from 2 hours to 20 minutes 
a day. 

“‘Our National has been in constant 
use 24 hours a day for the past 5 years. 
I conservatively estimate this wonderful 
cash register saves us $1400 a year!” 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


4 


49? 


Like Mr. Pulsifer, thousands of 
station owners are saving money 
and making more profit with a 
National System. You might be 
surprised at how much you can 
save, how much extra profit you 
can make. Your nearby National 
representative will be glad to look 
over your station operation. Call 
him today! 
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AHEAD OF THE NEWS 


New TBA Credit Plan—A major oil company will soon 
introduce a new type of budget plan to help dealers boost 
station sales of tires and batteries. Under the program, 
dealers may pass on credit themselves—using a formula 
that requires them to get answers to basic credit questions. 
The dealer must be able to obtain simple credit information 
from a local credit bureau, after joining as a member. If 
his community has no credit bureau, the dealer is to estab- 
lish contact with banks, stores and companies that may 
employ his customers. At the start, the major company will 
use the system in one or two areas on a trial basis. A mem- 
ber of the division sales staff will be assigned full time to 
supervise the program. 
e 


Lube Service Success—Lloyd Felker Co., Shell jobber at 
Marshfield, Wis., reports good business gains from its lube 
service contract program—now two months old. The lube 
oil analysis feature of the program has clicked with truck 
fleet operators, and is taking hold with motorists. The big 
surprise has been the response of industrial accounts. 
Because of the lube analysis service, many industrial ac- 
counts have shifted to Felker from other suppliers. (The 
company’s program was described in NPN Sept. 23, p. 14.) 


Refining Problems Ahead—Two refinery developments 
may have an important bearing on oil product markets in 
the next year. Oil economists predict the industry may have 
a surplus refinery capacity of 1,200,000 b/d by the end of 
next year. This could mean a big over-supply of products, 
unless runs to stills are kept in line with demand. The other 
development is the continuing trend toward higher octane 
premium gasoline—a factor that will keep gasoline com- 
petition hot. For example, some oil men now think premium 
gasoline will reach 95 octane in some parts of the East in 
1954. Earlier this year, 94 octane was predicted as the limit. 


Heating Oil Threat—Fuel oil distributors in the Pacific 
Northwest still face possible competition from Canadian 
natural gas—despite a definite trend north of the border 
toward a “Canada first” policy. The West Coast Transmis- 
sion Co. already has a firm commitment for a Canadian 
supply of gas to the Northwest, if the U. S. Federal Power 
Commission approves West Coast Transmission’s appli- 
cation. 
o 


Federal Tax to Stay—Congress probably will veto any 
plan to take the federal government from the gasoline tax 
field. State governors are demanding that gasoline taxation 
be left solely to the states. And the Manion Commission on 
interlapping state and federal functions may well recom- 
mend state taxation only. But congressional opposition 
should be strong. Loss of the tax revenue would cost the 
government about $1 billion a year at a time when the 
pressure is on for a balanced budget. It would also be 
inconsistent with congressional plans for more federal high- 
way aid. 
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Northwest Station Expansion—Utah Oil Refining Co. 
will enter the Spokane, Wash., station market about the 
first of the year. The Indiana Standard subsidiary is building 
eight service stations in the area, to open in about five 
weeks. All are on street corners. All will have prefabricated 
enameled steel buildings. And all will have two pump 
islands, two bays and two lifts. Utoco plans a long-range 
expansion program in Washington state and has already 
purchased station sites in Ephrata, Othello and other Co- 
lumbia Basin (Wash.) communities. Utoco recently bought 
Gardner Oil Co. facilities in Yakima Valley and at Walla 
Walla, Wash. (including 15 stations). Utoco is distributing 
products from a terminal at Pasco, Wash., supplied by the 
Salt Lake Pipe Line from Salt Lake City. 


Growing Oil Use—Nationwide demand increases in 1954 
for all principal oil products except residual are predicted 
by a West Coast supplier. The company believes motor fuel 
demand will be up about 4% over this year, with kerosine 
up 6%, and other distillates up 8%. But the company 
thinks residual use will drop about 4%. 


Wage-Hour Changes—The extension of the Wage-Hour 
Law now being considered by the Labor Department would 
just about kill any chance that some “local” oil marketers 
might get exemption from the law. Department officials 
are talking about expanding the “interstate commerce” 
definition. A possible change in the wording of the law, to 
make it include employes whose “activities affect” interstate 
commerce, might bring formerly exempt marketers into 
the fold. Also, the Labor Department is weighing the pos- 
sible effect of removing specific exemptions in the law. This 
could end the retail exemption now allowed servcie stations. 
However, any such proposed changes may get a rough 
reception in Congress. 
° 


Trip-Leasing Battle—Look for the International Team- 
sters Union to fight any congressional effort to override 
the Interstate Commerce Commission's ruling that virtually 
bans leasing of trucks for single trips. The Teamsters 
believe trip-leasing plays into the hands of “gypsy” truckers 
and thus injures “legitimate” truckers (using Teamsters 
Union drivers). 
= 


Lower Residual Output—An oil economist predicts a 
“technological movement” by refiners next year to reduce 
residual output in all parts of the country. He says present 
“distress prices” are to blame. He notes that the price for 
residual “does not cover half of the prorated share of the 
cost of crude used in residual manufacture.” And he adds 
that refinery technology changes will be needed to lower 
the volume of heavy fuels produced, and raise the volume 
of light products. 


For more Ahead of the News 
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Right for replacement... 


Delco Gas Pump Motor « 


may K 


Conforms to standards ... 
suitable for all pumps 


Delco, in the interests of standardization 
in the gas pump field, has developed a 
motor of exceptional dependability, par- 
ticularly suitable for all service station 
gasoline pumps. 


The Delco motor is Ys horse- 

power, single-phase, capacitor-start, de- 
signed and constructed to withstand the 
rigorous conditions encountered in gas 
pump operation in all climates at all seasons. 
It conforms to Delco’s own high standards 
of precision manufacture and dependable 
service. Any of the Delco offices listed 
below will gladly supply complete details. 


DELCO 
Bil\ PRODUCTS 


Division of General Motors Corporation, Dayton, Ohio 





SALES ATLANTA CINCINNATI DALLAS HARTFORD ST. LOUIS 
OFFICES: CHICAGO CLEVELAND DETROIT PHILADELPHIA SAN FRANCISCO 
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AHEAD OF THE NEWS 


NOJC Price Promise—National Oil Jobbers Council will 
complain to the Federal Trade Commission if “hit-and-run” 
gasoline price wars continue to appear. General Counsel 
Otis Ellis says NOJC is “not going to be idle. Those who 
start these things apparently think they can drop prices in 
a local area, build up their gallonage—at the Independent 
jobbers’ expense largely—then push the price back up at 
their convenience.” Mr. Ellis points out that antitrust laws 
prevent NOJC from direct negotiation with oil companies 
to settle the problem within the industry. He has withheld 
a proposed complaint to FTC over the Wilkes-Barre, Pa., 
price war because gasoline prices there have risen. 





Safer Product Handling—National Fire Protection 
Assn. has started a revision of its recommendations on oil 
product handling equipment. Goal is to reduce the fire 
hazard caused by the contamination of one product by 
another. The work is being done by NFPA’s Committee 
on Transportation of Flammable Liquids. 


Truck Weight Testing—The opening last week of the 
first of five permanent truck weighing stations in Maryland 
may mean (1) closer truck checking, and (2) a possible test 
of whether the state can legally revoke the registrations of 
weight violators. The law is questionable on this point. And 
liberal weight enforcement to date has delayed bringing 
the issue to a head. But even the strictest enforcement may 
not be too painful to truckers in Maryland. The state’s 
axle weight limit (22,400 Ib.) and gross weight limit (more 
than 60,000 Ib.) are generally more liberal than the limits 
in the adjoining areas of Pennsylvania, Virginia, Delaware 
and the District of Columbia. 


OWIU Co-ordinates Locals—Oil Workers International 
Union is organizing a nationwide council of Shell Oil Co. 
locals. Representatives from these locals will meet Jan. 
15-16 in Denver to consider a proposed constitution and 
by-laws. Similar OWIU councils have already been organ- 
ized in other major oil companies. 


NPN Staff 


1954 Demand Forecasts—Two large oil companies 
marketing on the East Coast predict that nationwide motor 
fuel demand in 1954 will be 4% to 4.5% higher than in 
1953. One company thinks distillate heating oil use will rise 
13% next year; the other predicts a 10.5% gain. For 
residual, one company sees a 1% increase; the other a 
2.3% drop. 


Gasoline Tax Fight—Oil men in the District of Columbia 
probably won't offer much resistance to a proposed tax 
for inspection of bulk plant equipment. The tax would be 
nominal. And the oil men want to save their ammunition 
for an attack on a proposed gasoline tax increase of 1¢ 
(to 6¢ per gal.) in the District of Columbia. The industry 
has its arguments ready against a higher gasoline tax. The 
rate was boosted from 4¢ to 5¢ only last year. And that 
increase illustrated the law of diminishing returns. Gaso- 
line sales volume dropped in the District when the tax was 
raised to within 1¢ of the 6¢ rate in adjoining Maryland 
and Virginia. Oil men argue that another tax increase would 
mean another gasoline volume decrease. 


Farm Oil Study—Agriculture Department economists are 
hoping to get clearance for an up-to-date survey of ofl con- 
sumption by farm machinery. The last such study was made 
for the year 1947. It has outworn its usefulness. 


College Oil Promotion—The potentialities in telling oil's 
story to college students were shown in a November “career 
carnival” at Michigan State. More than 1,000 students 
made inquiries at booths of many industries. Oil Industry 
Information Committee men were tied up for more than 
two hours with “all manner of questions.” OI[C men say 
these discussions cleared up misunderstandings about the 
industry and that women students showed an interest in oil 
as a career. One oil man believes the Michigan State 
carnival points to a need for more such oil promotions at 
colleges. 
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THIS GUARANTEE SELLS TIRES 


Norwalk’s Guarantee* is not just a piece of paper. 





What other line offers all these features? 


1. 418-MONTH UNCONDITIONAL 
GUARANTEE. Unserviceable tire will 
be replaced by comparable new tire 
with full credit for the period of 
guarantee not realized. 

2. A great tire backed by a great 
manufacturer. 

3. 5520 road-holding safety sipes and 
gripping edges for greater protection 
on good roads and bad. 

4. Precision balance. 

5. A complete line of passenger and 
truck tires, all sizes. 

6. Powerful local and national advertis- 
ing to pre-sell your customers. 

7. And a protected franchise that 
makes sure you keep them. 











It’s a sales feature that gives you the competitive edge 
you are looking for. 7 


It protects the buyer against all road hazards. ALL 
road hazards! 

A damaged tire is not merely repaired - it’s replaced 
with a new one. REPLACED! 

Regardless of mileage. Replacement for instance in the 
second month of service is made at only ONE-NINTH 
the original costs of the tire-- even if there’s 8,000 miles 


on the old one. Your customer gets a NEW tire for only 
one-ninth the cost. 


These liberal terms are all certified in print. Explain 


them and you’ve made a sale! Write 
today for the plan that shows you how 








to build tire volume without sacrific- 
ing profits. Armstrong-Norwalk Rubber 
Corporation, Norwalk, Conn. 


COMPARE 


THE GUARANTEE! 


NORWALK = “2 TIRES 


"ioe enone at Norwalk and West Haven, Conn., nt Miss. and Des Moines, lowa 
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WASHINGTON 


Hearings Seen Aiding Oil Imports Foes 


The opening of oil hearings this 
week by Senator Malone’s (R., Nev.) 
subcommittee of the Senate Interior 
Committee revives the same question 
raised earlier this year: Why bother? 

With a great ado—and at consider- 
able expense to the taxpayers—some 
94 companies and trade associations 
have been asked to present their views 
on oil problems, chiefly imports. But 
all the while it’s apparent that the sub- 
committee will be a sounding board 
for the foes of oil imports and already 
is pretty well set on the type of report 
it will issue. The learned deductions 
will include something like the follow- 
ing: 

1. Unless the domestic industry is 
protected, our oil economy will be dis- 
rupted as prices rise and unemploy- 
ment grows. 

2. We shouldn’t depend on foreign 
oil for wartime supplies. 

3. We must insure a going domestic 
industry in both war and peace. 

Of course, there will be much more 
verbiage involved, but the substance 
has been pretty well pin-pointed. 


Oil Know-How Wasted 


Some complaints have been reg- 
istered with the military that their 
unwillingness to fully utilize oil han- 
dling specialists or oil industry know- 
how resulted in petroleum handling 
losses in Korea running as high as 
20%. The military, however, claims 
that actual losses were only about one- 
fourth of the total estimated by oil in- 
dustry observers. They say great pains 
were taken, for example, to hold down 
waste by proper cleaning and refilling 
of containers. 

These conflicting statements illus- 
trate the need for a closer understand- 
ing between the military and the oil 
industry. There is agreement that the 
affiliated reserve unit program has been 
a great success from both standpoints. 
But there the agreement ends. 

The military feels it is doing a satis- 
factory job in handling oil and dealing 
with the industry. But there is much 
industry sentiment that oil will not be 
properly appreciated unless it is given 
more representation in policy making 
and operations. 


The Mills of Justice 


The Justice Department seems to be 
nearing the action stage on its long- 
delayed move for a court compliance 


order under the Dec. 23, 1941, Elkins 
Act consent decree. 

The suit was brought against 59 pipe 
line companies and 14 major oil com- 
panies. The act bans certain types of 
rebates and the department has con- 
tended certain pipe line practices vio- 
lated the provisions. Subsequently, the 
department took the view that the 
decree was being violated. 

It has been gathering information, 
through use of the FBI and various ac- 
countants, since 1944. In that year an 
attorney was brought in to do nothing 
but work on this matter. By 1947, he 
had become so frustrated at not achiev- 
ing any action that he requested “some- 
thing to do.” Now he is busy on other 
matters, he seldom is available even 
for consultation by others working on 
the Elkins Act case. 

It is hard to tell just when, but it 
appears that DJ is getting close to 
going into court and requesting either 
(1) a compliance order or, (2) an order 
tossing out the entire consent decree 
order. 

In the latter case, DJ would be pre- 
pared to file an entirely new suit, based 
on the facts amassed since 1944, 


A Win for ESPA 


Score one for Harry Hilts, executive 
secretary of the Empire State Petro- 
leum Assn. 


When Mr. Hilts learned that the 
Federal Trade Commission here was 
opposing his request that ESPA be 
permitted to intervene in the “Detroit 
case” now before the Circuit Court of 
Appeals in Chicago, he fired a hot 
telegram of protest to the FTC. He 
pointed out that when the case was 
before the Supreme Court, that court 
permitted ESPA to intervene. 

FTC quickly did an about-face, 
withdrawing its objections to ESPA’s 
petition. 

This was what was behind FTC's 
reversal: The original action opposing 
ESPA was filed by the FTC general 
counsel’s office without being brought 
to the commission’s attention. When 
Mr. Hilts’ telegram reached FTC 
Chairman Edward F. Howrey, the 
chairman promptly called a meeting 
of the commission and put the matter 
before it. The commission favored 
permitting ESPA to appear in the case, 
so the general counsel was told to 
withdraw the objection. 


By NPN Washington Staff 
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To Meet Your Needs... 


YOU'RE RIGHT WITH 
EVER-TITE 


© serviceability 
prevents leaks and spills; re- 
duces loading and delivery 
time 


Wem." , 
eVieR-e tl the world’s best 


quick coupling’ makes your 
hose connections fast and sure 
EVER-TITE dependability 
means longer-lasting, trouble- 
free service. EVER-TITES never 
fail or jam 

EVER-VTITE durability stands 
up under the toughest wear 
EVER-TITE quality is main- 
tained by rigid control of 
construction specifications and 
materials 


AVAILABLE IN SIZES FOR 
EVERY NEED AT LEADING 
DISTRIBUTORS EVERYWHERE 


EVER-TITE 
COUPLING ¢€O. 





SUPPLY AND DEMAND 


Health of Distillates Improves 


The light fuel oil stock situa- 
tion is steadily improving. This 
is apparent as inventories de- 
clined for the second successive 
week, 


The decrease in distillate 
stocks on Nov. 21 was 1,330,000 
bbl. below the preceding week’s 
figure. This second weekly down- 
trend comes after nine straight 
weeks of record inventories. 


Stocks of distillates were 133,439,- 
000 bbl. on Nov. 21, according to the 
American Petroleum Institute’s statis- 
tical report. 

Inventories of finished and un- 
finished gasoline were up 239,000 bbl., 
while residual inventories were off 
700,000 bbl. Kerosine stocks dropped 
751,000 bbl. from the previous week. 
For complete details see table below. 

Crude runs rose 115,000 bbl. Pro- 
duction of kerosine and residual de- 
clined slightly, while gasoline pro- 
duction was up 170,000 bbl., and 
distillate fuel oil 578,000 bbl. over the 
previous week. 


Crude and condensate production 
averaged 6,259,150 b/d, up 39,900 
b/d over the previous week. 

Imports Dip—Total U. S. oil im- 
ports for the week ended Nov. 21 were 
off 393,900 b/d from the previous 
week, according to the API. East of 
California imports were off 337,600 
b/d, and California imports were 
down 56,300 b/d from the previous 
week. 


Imports 
Week Week 4 Weeks 
Ended Ended Ended 
Nov. 21 Nov. 14 Nov, 22 
East of California: (bbl. per day) 
Crude oil 458,500 631,600 550,800 
Residual fuel oil 315,900 484,600 381,600 
Distillate fuel oil 7,400 5,000 7,200 
Asphalt 17,200 6,100 


Others 25,400 10,900 


state during December and January 
will be the same as it was in Novem- 
ber—485,000 b/d. 

The Kansas Corporation Commis- 
sion has set the crude oil allowable 
for December at 295,000 b/d, not in- 
cluding condensate. This is the same 
as November allowable. 

The Louisiana Conservation Com- 
mission has fixed Louisiana’s Decem- 
ber crude oil allowable at 659,632 b/d, 
a reduction of 7,785 b/d from 
November allowable. 


Venezuela Output Up—Creole Pe- 
troleum Corp.’s operated crude pro- 
duction in Venezuela in October aver- 
aged 725,309 b/d, a gain of 32,217 
b/d over September. Net production 
plus purchased royalty oil averaged 
781,173 b/d, up 27,958 b/d over the 
previous month. 

Pennsylvania Oil Runs—Total runs 
to stills of Pennsylvania Grade crude 
oil increased to 375,125 bbl. during 
the week ended Nov. 14 compared 
with the 363,825 bbl. in week ended 
Nov. 7. These figures reported by 
the National Petroleum Assn. 

Outlook in West Better—The sup- 
ply-demand outlook in PAD District 5 
is substantially brighter, according to 
the Oil Producers Agency of Califor- 
nia. The agency says the improvement 
began in September when stock in- 
creases dropped to 50,000 b/d from 
100,000 b/d. Preliminary figures indi- 
cate a further 20,000 b/d drop in 
October. 


The agency said the lesser rate was 
due to the combined effect of lower 
supply and higher demand. Lower 
supply, in turn, was due to reductions 
in both foreign imports and domestic 
receipts. 

The announced plans of the prin- 
cipal importing company (Standard of 
California) that it intended to reduce 
the rate of oil imports, coupled with 
plans of other companies to slow de- 
velopment programs, indicate that the 
lower supply level probably will be 
maintained for the next several months, 
the agency says. 

Crude imports, which averaged 81,- 
000 b/d the first eight months of 1953 
and 100,000 b/d in recent months, 
dropped to 78,000 b/d in September 
and October, with further cuts in pros- 
pect, according to the agency. 

Total stocks were placed at 121,- 
058,000 bbl. on Oct. 31—23.1% high- 
er than a year ago and 46.9% higher 
than postwar low in February 1952. 
The agency predicted that winter de- 
mand will reduce total stocks. 

Avgas Supply—The avgas supply 
outlook is so favorable that the mili- 
tary is able to purchase its require- 
ments at “normal” prices. 

An official of the Armed Services 
Petroleum Purchasing Agency says it 
may be possible for the agency to get 
avgas for the first half of the next fiscal 
year (beginning July 1, 1954) on an 
advertised bid basis instead of by ne- 
gotiated contract. But he emphasized 
that such a decision cannot yet be 
made. 

Mexican ‘Cat’? Unit—Petroleos Mex- 
icanos has awarded a contract for the 
construction of its first catalytic crack- 





Summary of API Report on Refining Operations 
(U. S. totals—B. of M. basis) 


Production 


Week 
Ended 
Nov. 21 


Week Increase 
Ended or 
Nov. 14 Decrease 
(thousands of bbls.) 


Crude runs—daily avg. 
Foreign crude included 
Percent operated 
Gasoline 

Kerosine 

Distillate fuel oil 
Residual fuel oil 


Stocks 

Finished & unfinished gasoline 
Kerosine 

Distillate fuel oil 

Residual fuel oil 


7,066,000 6,951,000 
621,000 630,000 
90.9 89.4 
24,710,000 24,540,000 
2,312,000 2,364,000 
10,622,000 10,044,000 
8,253,000 8,258,000 


115,000 





Total 


California: 
Crude oil 
Products 


809,000 1,146,600 956,600 


86,700 143,000 96,300 





Total 86,700 


United States: 
Crude oil 
Products 
Total 
U.S. Imports 895,700 1,289,600 1,052,900 


143,000 96,300 


555,200 
340,500 


774,600 
515,000 


647,100 
405,800 145,193,000 

36,028,000 
133,439,000 


50,494,000 


144,954,000 
36,779,000 

134,769,000* 
51,194,000** 





Allowables—The Oklahoma Cor- 
poration Commission has ruled that 


* New basis in East Coast district to compare with subsequent weeks. 
per well crude oil allowable in the 


** Revised in East Coast district. 
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ing unit. This will be included in a 
modernization program at its Minatit- 
lan refinery. 

Included in the contract are a top- 
ping unit, feed preparation unit, Ther- 
mofor catalytic cracking unit, fraction- 
ation, gas concentration and polymeri- 
zation units and off-site facilities. 

British Output Rises—The Common- 
wealth’s oil production during the first 
nine months of this year reached a 
new record at 14 million metric tons 
(about 98,000,000 bbl.), compared 
with 12,444,000 metric tons (about 
87,108,000 bbl.) in the corresponding 
period last year, an increase of 14%, 
according to the Petroleum Informa- 
tion Bureau as reported by Reuters. 


This was due mainly to considerably 
higher output in Canada, where pro- 
duction was 7,600,000 metric tons 
(about 53,200,000 bbl.), compared with 
5,900,000 tons (about 41,300,000 bbl.) 
last year. 

Egyptian Refinery—The government 
of Egypt is preparing to ask for bids 
on building a pipe line from Suez to 
Cairo to feed a new refinery to be 
built near Cairo. According to the 
National Production Council the refin- 
ery will have an ultimate capacity of 
one million tons annually (near 20,- 
000 b/d). It will take two or three 
years to build. 

Indonesian Oil—Indonesia is the 
primary repository of oil reserves in 
the Pacific Basin area, accounting for 
about 65% of the area’s reserves and 
more than 1% of total world reserves. 

This observation was made by Dr. 
Louis C. McCabe, chief of the Interior 
Department’s Fuels Division, in a talk 
before the 8th Pacific Science Confer- 
ence in Quezon City, Philippine Is- 
lands. He said proved reserves in 
Pacific Basin are estimated at 1.4 bil- 
lion bbl., of which 1,25 billion are in 
Sumatra. Gas reserves associated with 
oil are estimated at 1,25 trillion cu. ft. 


Canadian Output Rises—Crude oil 
production in Canada averaged 267,- 
005 b/d in August, compared with 
259,919 b/d in July, according to the 
Dominion Bureau of Statistics. Output 
in August, 1952, averaged 193,483 
b/d. 

Oil production by provinces follows 
(in barrels of 35 Imperial gallons): 


August July August 
1953 1953 1953 
New Brunswick 1,244 1,100 1,023 
Ontario 25,191 26,369 15,209 
Manitoba 36,921 26,539 4,484 
Saskatchewan 230,150 254,858 165,929 
Alberta 7,958,813 7,723,760 5,779,663 
Northwest 
Territories 24,833 24,881 31,676 
Total 


Canada . .8,277,152 8,057,507 5,997,984 











To many suppliers, the petroleum distributor is more of a lonely 
shadow than a man—an impersonal figure that lurks somewhere 
in the marketing territory, getting out the gallonage. Richfield, on 
the other hand, marketing exclusively through independents, sees 
its distributors as flesh-and-blood businessmen. As a Richfield 
Distributor you deal personally with petroleum experts who are 
actively interested in you and the business you run. Though you 


retain your status as an independent businessman, you are not 
alone. Richfield officials are always ready, willing and able to 
help you with your special problems. In fact, it is not uncommon 
to hear Richfield Distributors say something like, “These Richfield 
men act more like your partners than your suppliers.” 


Moreover, Richfield sees that its distributors enjoy the freedom 
of a franchised territory, the benefits of big-time advertising, the 
rewards of expert marketing know-how, and countless other ad- 
vantages. 


If you feel you’re a shadow—contact Richfield today. 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


542 FIFTH AVENUE, NEW YORK 36, N. Y. 


Serving the Eastern Seaboard from Maine through the Carolinas 
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Combined to give 
private label 


GENESEE 
a major 


MATHIESON 


MATHIESON a major 


© When it was agreed to bring Genesee Research 
Corporation into Mathieson Chemical Corporation, 

a strong combination entered the TBA field. Here is a 
private label antifreeze supply source worthy of top 
consideration. Mathieson’s position as a basic chemical 
producer is now supported by Genesee’s experience with 
automotive chemicals . . . extensive research, and 


packing and servicing for volume antifreeze accounts. 
What kind of antifreeze service do you need to increase 


your private brand sales and profits and to simplify your 


operation? We’d like the opportunity to discuss it. 


MATHIESON CHEMICAL CORPORATION 


Mathieson Hydrocarbon Chemicals Division 
Baltimore 3, Maryland 
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antifree%e Service 


RESEARCH CORPORATION 
formulator and packager of antifreeze 


CHEMICAL CORPORATION 
producer of ethylene glycol and methanol 


TBA 
CONVENTION 


ST. LOUIS 


We'll Be There! 


Ls 
am GENESEE RESEARCH CORPORATION 


Rochester 6, New York 
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10-SECOND DEMONSTRATION PROVES 


This Ounce of Prevention’ 
Can Save Your Life! 





“SAFETY DISCS” Bey 
GUARD AGAINST 9 yr o 
TIRE FAILURE ace sal 


ORDINARY TIRES, under skid condi- WITH LIFE-SAVING ARMSTRONGS, the 


tions, compress like the fingers of 
your fist .. . form a smooth, slippery 
surface. And, with treads jammed 
together, they cannot “bite” the road. 
So you skid! Just one hand... just 
seconds. .. is all you need to demon- 
strate this vital fact to your customers. 


tread can’t compress! Armstrong 
safety discs between your fingers 
will quickly show why. For these 
em discs hold treads (like your 

ngers) firmly apart. So, Armstrongs 
have 700% more gripping surface. 
They don’t skid! What a sales story! 








Unmatched Features—Unmatched Advertising 
Give You Unmatched Sales Opportunities! 


Armstrong—and ecnly Armstrong—gives you this powerful 3-way 
sales-punch: 


1. Patented safety features unequalled in the industry. 


2. Smashing advertising in Look, Time, Post, Farm Magazines, News- 
papers, Radio, TV! 


3. A dramatic 10-second sales demonstration that tells, sells Armstrong 
tires in seconds! 


For quicker sales, bigger profits, happier customers ... ask your Arm- 
strong distributor for “demonstration discs” and Armstrong tires today! 


ARMSTRONG 
PREMIUM 4 TIRES 
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OIL COMPANY BIDDING for stations on this W. Va. turnpike raises anew the question of .. . 


Industry's Views on Turnpike Competition 


Cities Service Oil Co. favors exclusive service station concessions 


on turnpikes. 


Esso Standard, The Texas Co., and others agree with the oil 
industry’s general opposition to such monopolies, though Esso re- 
serves the right to bid for the monopolies if it feels circumstances 


justify such action. 


Individual company positions on the controversial question 
were disclosed this week 7 marketers participating in the recent 


West Virginia Turnpike bi 


ding for service station privileges. Each 


was asked to comment on a staff study report by National Petroleum 
News analyzing the West Virginia bids. 


The bids were for three service sta- 
tion sites over an 88-mile stretch of 
toll road now under construction (see 
photo above). The stations are to be 
located at Morton, Beckley and Blue- 
stone and even now these sites are 
being cleared for service station con- 
struction. 

First section of the turnpike was 
originally laid out to run between 
Fairplain and Princeton—a distance 
of 118 miles. Engineering reports indi- 
cate extensions to the 88-mile stretch 
are planned and as traffic demands 
warrant, the two-lane highway now 
being built probably will be widened 
to become a four-lane thoroughfare. 

The NPN study dealt only with 
the 88-mile stretch and the three serv- 
ice station sites proposed. 


I. THE BIDDING 


Here’s how the oil marketers bid for 
station concessions on the West Vir- 
ginia Turnpike. 


Esso was given the concession for 
all three stations. 


Exclusive Concession for All Three 
Stations: 

Esso Standard—S.0l¢ per gal. of 
gasoline and Diesel fuel and 10% of 
gross of other receipts. 

Cities Service—5.26¢ per gal. and 
5%. 

Pure—3.375¢ per gal. and 12%. 

The Texas Co.—4.08¢ per gal. and 
5% for Morton; 4.36¢ and 5% for 
Beckley; 3.76¢ per gal. and 5% for 
Bluestone. 


Station-By-Station Bids: 

Esso Standard—1.25¢ per gal. and 
5% of gross for Morton and Bluestone, 
and 2.5¢ and 10% for Beckley. 

Cities Service—4.56¢ per gal. and 
5% of gross on each location. 

Pure Oil—3.375¢ per gal. and 12% 
for each location. 

The Texas Co.—4.08¢ and 5% for 
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Morton; 4.36¢ and 5% for Beckley; 
3.76¢ and 5% for Bluestone. 

Gulf Oil—2.63¢ and 5% for Beck- 
ley. 

Ashland Oil—1.5¢ and 5% for 
Beckley. 


ll. NPN’S ANALYSIS 


Oil companies seem still to be pay- 
ing—and paying high—for monopo- 
listic privileges on turnpikes. Recent 
bidding for service station concessions 
on the West Virginia turnpike is a 
case in point. 

A reasonable interpretation of the 
West Virginia turnpike bidding, and 
the viewpoints of the participating bid- 
ders on such an interpretation, encour- 
ages one conclusion: 

The oil industry is opposed to turn- 
pike monopolies but competition to 
land these exclusive privileges con- 
tinues at a spirited pace. 

The West Virginia Story—lIt is esti- 
mated that Esso Standard feels it is 
worth about $61,803 a year to them 
to have three stations on the West Vir- 
ginia Turnpike instead of just one or 
two. The $61,803 figure is based on the 
difference between Esso’s blanket bid 
for all three stations and its bids on 
three stations individually. 

On the same basis of difference be- 
tween station bids in a package deal 
and individually, it appears Cities 
Service was willing to pay an extra 
$33,000 per year to achieve a turnpike 
monopoly. 
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ECONOMICS 


Since Pure Oil submitted the same 
bid on the package deal that it did 
on individual sites, it is assumed it 
placed no premium on the one-package 
deal. 

The high bidder, Esso Standard, was 
the winner. 

A study of bids submitted for the 
turnpike outlets reveals a wide differ- 
ence in valuation placed on service 
station privileges. This encourages the 
conclusion that the amount of the bid 
had little or no relationship to practi- 
cal economics as applied to the every- 
day operation of service stations. 

The Bids—Cities Service, Pure and 
Esso—the three who bid on the three- 
station package — were far apart in 
their estimates of what business could 
be had on the turnpike its first two 
years. The company estimates for the 
three stations appear in the table on 
the right. 

TBA, Other Receipts—Using the 
company estimates shown in the table, 
it appears that Cities Service estimated 
it could sell almost $38 worth of TBA 
and related services for each 1,000 
gal. of gasoline. 

Pure apparently thought it could do 
better—about $60 per 1,000 gal. 

Esso estimated it would come close 
to $90 per 1,000 gal. under its three- 
station package deal. On the basis of 
its individual station bids, Esso indi- 
cated it felt it could do only about $70 
worth of TBA and related service busi- 
ness per 1,000 gal. 

Is Esso’s merchandising so much 
superior to that of Pure and Cities 
Service? 

Or, is Esso’s station operation that 
much more efficient than its competi- 
tors? 

The explanation for the difference 
between Cities Service’s $38 figure 
and Esso’s $90 should bring forth at 
least a $52 answer. 

Advertising and Prestige—If the 
answer to these varying bids is found 
in the advertising value and prestige 
afforded by a turnpike monopoly, an- 
other question pops up. 

Is the advertising and prestige value 
of three turnpike stations worth more 
than $88,000 per year to Esso? 

That is a minimum figure and as- 
sumes that a 5.01¢ per gal. royalty on 
gasoline, plus 10% royalty on other 
receipts, will permit a working margin 
sufficient to pay all overhead costs and 
amortize in a reasonable period the 
investment in stations and other fa- 
cilities on the turnpike by Esso. 

(The $88,000 figure is an estimate 
of Esso royalties based on the com- 
pany’s own projection of potential 
turnpike business over the next two 
years.) 
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Estimates of Business First Two Years at Turnpike Stations 


3-Station Bids: 
Esso— 
Gal. Gasoline 
Other gross 
Cities Service— 
Gal. Gasoline 
Other gross 
Pure-— 
Gal. Gasoline 
Other gross 


Individual Station Bids: 

Esso— 

Gal. Gasoline 

Other gross . 
Cities Service— 

Gal. Gasoline 

Other gross 
Pure— 

Gal. Gasoline 

Other gross 
Ashland— 

Gal. Gasoline 

Other gross 
Gulf— 

Gal. Gasoline 
Texaco— 

Gal. Gasoline 


Morton 


*1,000,000 
*$90,000 


2,831,000 
$107,000 


2,112,000 
$127,000 


720,000 
$50,110 


2,831,000 
$107,000 


2,112,000 
$127,000 


+$535,973 


Beckley Bluestone Total 
*1,000,000 


*$90,000 


*1,000,000 
*$90,000 


3,000,000 
$270,000 


3,932,673 
$148,000 


2,673,000 
$100,000 


9,436,000 
$355,000 


2,112,000 
$127,000 


2,112,000 
$127,000 


6,336,000 
$381,000 


960,000 
$66,813 


720,000 
$50,110 


2,400,000 
$167,033 


3,932,000 
$148,000 


2,673,000 
$100,000 


9,436,000 
$355,000 


2,112,000 
$127,000 


2,112,000 
$127,000 


6,336,000 
$381,000 


960,000 
$73,000 


**$86,000 
+$529,358 


+$491,846 +$1,557,177 


* Estimated average per station, computed from total figure submitted by Esso. 
** Gulf submitted only a gasoline sales figure in dollars. Gallonage could be estimated at 


about 277,420 gals. 


+ Texaco’s dollar volume estimate for each site includes gasoline and motor oil sales. 





A large percentage of turnpike users 
will pass over the road about twice a 
year —once south and once north. 
Over the 88-mile stretch many motor- 
ists will not need gasoline. That means 
the motorist will get a fleeting glimpse 
of the name Esso as he passes each 
station—three down and three on the 
return trip. But it will be advertising 
without advertising copy — just the 
name Esso. 

Is this worth $88,000 yer year or 
more? 

Is it worth the estimated $129,780 
per year gasoline royalties Pure indi- 
cated by its bid that it would be willing 
to pay? 

Or Cities Service’s $254,675 bid? 

Why the Difference?—Esso’s bid for 
all three stations indicates it is willing 
to pay the turnpike commission an 
average of about $29,550 per year per 
station during the first two years. 
That’s a total of $88,650 per year 
for all three stations. 

Yet, when it bid for each station 
on an individual basis, Esso said it 
would pay only an average of a little 
more than $8,900 per year per station 
(or a total of $26,847 per year for 
all three stations). 

In other words, Esso could be said 
to feel it is worth $61,803 per year in 
additional royalties to get all three 
stations sewed up. 

From another viewpoint, there’s a 
comparison of the three bids submitted 
by Esso, Cities Service and Pure for 
all three stations, as compared with 


the bids made on individual sites. 

Esso’s bid for the three stations 
indicates it would pay $29,550 per 
station per year in royalties. In its bid 
for the Morton station alone, Esso 
said it would pay only about $5,753 
per year—or $23,797 less than under 
the three-station bid. The same differ- 
ence applies to Bluestone. At Beckley 
on an individual bid, Esso said it 
would pay about $15,341 per year— 
$14,209 less. 

Cities Service’s bid on all three sta- 
tions in a package averaged about 
$84,892 per station per year, or a 
total of $254,675 per year for all three. 
At Morton, Cities Service set up a 
royalty bogey of $67,222; at Beckley, 
$93,350, and at Bluestone, $63,754. 
That averages out at $74,775 per sta- 
tion, or $10,117 less than the three- 
station bid. 

Pure Oil, on its three-station bid, 
would have paid about $43,260 per 
station per year in royalties. Pure 
stuck by the same figures in its bids on 
individual sites. 

The Competitive Factor—A quick 
glance at West Virginia gasoline sales 
as reflected in tax reports, shows that 
those who bid on turnpike facilities do 
about the following per cent of gaso- 
line gallonage in the state: 

Esso, 38% ; Gulf, 15%; Pure, 11%; 
Ashland, 9% ; Texaco, 6%; and Cities 
Service, less than 1%. 

From these figures it would be as- 
sumed that Esso would be in the best 
position to serve the turnpike so far 


December 2, 1953 + NATIONAL PETROLEUM NEWS 





ECONOMICS 


as established facilities are concerned. 
Yet, Cities Service, doing the least 
gallonage, comes up with a higher roy- 
alty bid on gasoline. 

If Cities Service had gotten the bid 
and moved the 9,436,000 gal. it esti- 
mated for the first two years, it would 
have had to pay $496,334 in gasoline 
royalties alone. 

Is less than 10 million gal. of gaso- 
line business worth that much? 

In the case of Esso, its estimate of 
3,000,000 gal. for the two years would 
mean royalties of better than $150,000. 

With Pure, its bid indicates that it 
would expect to sell 6,336,000 gal. 
in the two years—at a cost of about 
$202,840 in gasoline royalties. 

What’s the Answer—The gap be- 
tween the high and low bid at each of 
the three sites—Morton, Beckley and 
Bluestone—poses another question. 

Since the companies came up with 
greatly varied estimates of business to 
be done at the outlets, the best way to 
get a comparative picture of the bids 
is to use a reasonable average volume 
of business per station per year. 

For this purpose, an average of 
1,000,000 gal. of gasoline per year 
per station, and $56,000 in other gross 
receipts per station per year is used. 
Applying the bids of each company, 
the comparative picture would look 
like this: 

—At Beckley, the high bid on a 
1,000,000-gal. operation was $33,100 
higher per year than the low. 

—At Bluestone the same difference 
in bids is indicated. 

—At Morton, the difference amounts 
to $17,800. 

After all, are station operating costs 
that much different between compa- 
nies, that the variations in these bids 
can be justified? 


ill. The Bidders’ Reply 


Cities Service Answers—Comment- 
ing on NPN’s interpretation, Joseph A. 
Kelley, vice president, Cities Service 
Oil Co., says: 

“While the Petroleum Industries 
Committee has quite generally ex- 
pressed the opinion that turnpike au- 
thorities should not award exclusive 
franchises for the operation of serv- 
ice station facilities on limited access 
highways, we believe the reasoning be- 
hind such a viewpoint is not very 
sound. 

“It is our belief that an exclusive 
concession limited to a reasonable 
period of time with proper protective 
clauses against unfair prices and infe- 
rior products, provides the turnpike 
authority with the most revenue, pro- 
vides the motorist with quality prod- 
ucts at competitive prices, provides 





the motorist with the best possible serv- 
ice and definitely fixes the respon- 
sibility on the concessionaire for prop- 
er operation at all times. 

“Hence, in our bids on the West 
Virginia Turnpike stations, we did not 
bid on single stations at all. We bid on 
all three stations in the first bid and 
in the second bid. It was our firm 
conviction that on such a relatively 
short turnpike as the West Virginia 
Turnpike, with only three service sta- 
tions, one company should have the 
exclusive concession for the best inter- 
ests of all parties. 

“Throughout the memorandum 
(NPN’s version) the questions were 
raised as to why some individual com- 
panies increased their bids on the sec- 
ond opening compared with the first 
opening and why some companies bid 
so much higher than others. 

“The answer, in our opinion, to both 
questions is competition. 

“If a company increased its bid 
at the second opening, it must have 
felt that competition necessitated such 
an increase in its bid. The variation of 
bids among the various companies 
simply represents, in our opinion, the 
difference in the viewpoints of the 
various bidders as to what they would 
be willing to pay for the franchise 
after giving consideration to all factors 
involved, such as costs, operating ex- 
penses, transportation, selling prices, 
prestige, etc. 

“In the last analysis, the weighing 
of all these factors by each individual 
company results in a bid which each 
company is willing to make for the 
privilege of operating the turnpike sta- 
tions and creates the competition 
which is such a vital part in our 
American system of private enter- 
prise.” 

Esso Expounds—L. E. Ulrope, Esso 
Standard Oil Co. vice president, com- 
ments: 

“You state your view that the mem- 
orandum is a reasonable interpreta- 
tion of the two sets of bids submitted 
on this project. 

“In our view it is an attempt at an 
analysis that falls short of being the 
constructive presentation I am sure 
it was supposed to be, because it uses 
a ‘slide rule’ approach to draw conclu- 
sions from the bid figures. These bid 
figures varied widely, as frequently 
happens. 

“This shows three things: (1) that 
there aren’t any ‘rules’ which can be 
applied to marketing; (2) that our 
industry is highly competitive, and (3) 
that determining the value to a par- 
ticular company of a marketing outlet 
is not a simple process, but involves the 
weighing of a number of factors, some 
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of which are more important to one 
company than to another. 

“It has always been obvious in our 
business that even among experienced 
marketers, there is a wide variation in 
the estimate of the potential which a 
particular outlet may have. This, of 
course, is illustrated by the figures you 
quote, but it should not occasion any 
surprise, nor can any significant con- 
clusions be drawn from it. 

“We are particularly concerned by 
your emphasis on the apparent incon- 
sistency between expressed oil industry 
opposition io turnpike monopolies and 
what you call the contrary action of 
individual companies when bidding for 
the turnpike service station privilege. 

“Let me assure you that Esso Stand- 
ard Oil Co. is opposed to monopoly on 
turnpikes or anywhere else. We have 
strongly backed industry efforts to have 
bids for service station facilities on toll 
roads put in such form as to bar ex- 
clusive supplier concessions, and pro- 
vide for brand choicc to users of the 
toll road. 

“We still think this is sound policy 
from the standpoint of the toll road 
authorities, the petroleum industry and 
its customers. At the same time, we 
have made it clear that we reserve full 
freedom to compete for business and 
if turnpike stations are to be offered 
only on an exclusive basis, we will bid 
such figures as seem appropriate at the 
time. 

“The West Virginia Petroleum 
Assn., of which Esso Standard is an 
active member, filed written recom- 
mendations with the West Virginia 
Turnpike Commission in which it was 
suggested that no one company and no 
one brand of motor fuel should be rep- 
resented at more than 20% of the 
service stations on either side of the 
highway. 

“In July, it appeared that this rec- 
ommendation had been accepted. 

“Under date of Aug. 21, Esso Stand- 
ard submitted bids for any one of the 
three stations presently proposed. 
There were several higher bidders and 
the highest bid stipulated that it was 
on ‘all or none’ basis. 

“Thereupon, the West Virginia Com- 
mission rejected all bids and called for 
new bids on all three stations as a 
package. It was obvious at this point 
that any bidder who seriously intended 
to stay in the bidding would have to 
raise his sights above the level of the 
highest figure previously bid. 

“After consideration, we decided 
that we did want to stay in the com- 
petition and we raised our bid accord- 
ingly, with the result that on Sept. 14 
the commission decided to award the 
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three stations at Beckley, Morton and 
Bluestone to Esso Standard. An agree- 
ment covering these locations has now 
been signed. 

“While we would have preferred 
that these locations be let individually 
to different suppliers, your conclusion 
that the award of the three locations 
gives us a monopoly on the West Vir- 
ginia Turnpike is not borne out by the 
facts. There is nothing in our agree- 
ment with the commission which states 
that we have an exclusive right to oper- 
ate stations on the turnpike. 

“Moreover, if you will refer to the 
engineering report you will see that 
the first section of the turnpike as 
originally laid out runs for a distance 
of 118 miles from Fairplain to Prince- 
ton. The portion of this which has 
been financed and is now being built 
is a section 87.6 miles long from the 
junction of U. S. 219 to U. S. 460 to 
the junction of U. S. 21, 35 and 60 at 
Charleston. 

“The road was originally planned as 
a four-lane road but for financial rea- 
sons, and after succesfully litigating 
the question, the commission is going 
ahead with a two-lane road as a first 
step in construction. The engineering 
report shows that the turnpike will 
become a dual four-lane highway as 
soon as traffic growth will justify it, 
and the engineering report also shows 
that various extensions of the present 
road are planned. All of this clearly 
indicates that in due course there will 
be additional service station outlets on 
the West Virginia Turnpike which will 
presumably be the subject of competi- 
tive bidding. 

“I have already commented on the 
difference of opinion which invariably 
prevails among marketers in our indus- 
try as to the potential and value of a 
service station. Your staff memo seems 
to consider the difference in the esti- 
mates of probable station volume given 
to the commission by the various bid- 
ders as either embarrassing to the in- 
dustry or a fit subject for ‘wise cracks.’ 

“Actually it is neither. It merely il- 
lustrates again the kind of competitive 
business we're in, where a marketer's 
judgment of what he can sell at a par- 
ticular location will be affected by a 
lot of things, such as his own mar- 
keting experience in the area, his 
belief in the ability of a new road to 
attract traffic, his acceptance of traffic 
projections already made, and finally, 
by whether his approach is conserva- 
tive or optimistic. 

“All of us are wrong many times, 
and once in a while we have the pleas- 
ant experience of finding that an outlet 
is much better than we had thought it 
would be. 
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“The comment that a large percent- 
age of the users of this road will pass 
over it only twice a year, once in a 
southerly direction and once in a 
northerly direction, and that over the 
88-mile stretch many will not need 
gasoline, is the kind of speculation in 
which anyone can indulge, but there is 
nothing in the engineering report to 
bear it out and in our judgment is not 
sound. 

“In the absence of published figures 
on gasoline sales in West Virginia, I 
don’t know where you got the percent- 
ages which you use, but your estimate 
of our position in the state is more 
optimistic than our own. 

“In conclusion, let me repeat that 
while the conditions of the final letting 
of the first three stations on the West 
Virginia Turnpike were unfortunately 
not in accord with the recommenda- 
tions made by local industry repre- 
sentatives, all of us can take some com- 
fort from the evidence presented that 
ours is a dynamic and competitive 
industry.” 

Ashland Oil’s Stand—Everett F. 
Wells, executive vice president of Ash- 
land Oil & Refining, observes: 

“The memorandum .. . on the re- 
cent bidding for service station privi- 
leges on the West Virginia Turnpike 
makes some interesting observations 
and raises some important questions. 
We do not have answers for some of 
the questions you have raised. 

“We do think the problems pointed 
out in your editorial, “Turnpike Serv- 
icing Areas Spell Trouble,’ in the Na- 
TIONAL PETROLEUM News of Oct. 14 
(p. 54) deserve careful study and ac- 
tion by our industry. We recognize 
that certain segments of our industry 
have already given much time to the 
study of these problems. It appears to 
us, though, that the industry’s vocal 
policy of opposing service station 
monopolies on turnpikes is far from 
effective. 

“The industry must recognize the 
need for proper and adequate service 
facilities on turnpikes and toll roads. 
Such facilities must serve the motoring 
public so they will not be inconveni- 
enced or delayed and so that the effec- 
tiveness of the turnpike or toll road for 
a time saver is fully maintained. 

“We certainly approve of your sug- 
gestion that the fall and winter meet- 
ings of marketers put this subject on 
their programs for full discussion and 
formulate special committees for con- 
tinuing studies. We feel that much 
good would come from greater interest 
and awareness of the problems and 
specific suggestions for their solution.” 

The Texas Co.—From C. B. Bar- 


rett, The Texas Co. vice president, 
comes this comment: 

“We do not feel that we are in posi- 
tion to comment for the record . . . on 
your interpretation of the recent bid- 
ding by various suppliers for service 
station concessions on the West Vir- 
ginia Turnpike. We have no knowledge 
whatsoever of the factors which other 
companies may have considered in 
reaching a conclusion as to the amount 
of royalties they could profitably offer 
to pay to the turnpike authority for 
such concessions. Obviously, any com- 
ment of ours as to the reason for the 
variations in the bidding would be pure 
conjecture. This is especially true be- 
cause many different factors un- 
doubtedly influenced, and in varying 
degrees, the competitive bids sub- 
mitted. 

“However, we can assure you that 
The Texas Co. is definitely opposed in 
principle to service station monopolies 
on turnpikes, or monopolies of any 
nature, since it believes that competi- 
tion in business is in the best interests 
of all concerned. The company’s posi- 
tion in this respect is clearly brought 
out in our Norfolk Division manager’s 
letter of Sept. 4, 1953, directed to the 
West Virginia Turnpike Commission 
in reply to its request for a blanket bid 
on all three stations. For your infor- 
mation, we quote from this letter as 
follows: 

“ *This is to acknowledge your letter 
of Aug. 28, 1953, addressed to our 
Mr. J. E. Brantley, Charleston, W. Va. 

“We are sorry to learn that you 
have rejected all previous bids, as we 
felt your original plan was the fairest 
to you, to the bidders, and especially 
to the motoring public, who would 
thereby have had the benefit of com- 
petition, some choice of brands, and 
an opportunity for more of them to 
use their particular credit card, as so 
many now prefer to do when traveling. 
Conversely, we are opposed in princi- 
ple to bidding for a monopoly con- 
cession. 

“ ‘Our first bid on your original plan 
was made in good faith with due re- 
spect to the varying costs and the 
potential volume for each outlet. Any 
reconsideration now, even were we 
agreeable to bidding one rental for all 
locations, would not increase the aver- 
age of the separate rental rates we 
originally submitted. 

“ ‘Accordingly, we are re-entering, 
by this letter, our original bid, sepa- 
rately for each outlet .. .’ 

“We can also advise you that in the 
case of the West Virginia Turnpike, 
our bid, in conformity with our gen- 
eral practice of bidding on parkway 


December 2, 1953 * NATIONAL PETROLEUM NEWS 





ECONOMICS 


and turnpike locations, was based prin- 
cipally upon our studied opinion of 
the potential volume and our estimate 
of the cost of operation in that par- 
ticular area. We have not made it a 
practice to take into consideration 
more than a most conservative esti- 
mate of the prestige and advertising 
value of turnpike operation.” 

Gulf Oil Corp.’s Vice President of 
divisional sales, H. G. Meador, says: 

“We have reviewed this . . . article 
with considerable interest but of course 
can comment only in connection with 
our own bid. 

“When bids were originally re- 
quested by the West Virginia Turnpike 
Commission, we estimated the prob- 
able gallonage and receipts from the 
sale of products and services, based 
upon the quite limited information 
available to us. We then arrived at a 
conclusion and submitted our proposal 
to the Turnpike Commission on the 
Beckley station only. We selected this 
station as being the one which we 
could serve to the best advantage of 
all concerned. 

“When the second bids were re- 
quested, we were somewhat confused 
because no reason was given by the 
Turnpike Commission for not making 
an award as a result of the first bid- 
ding, and have never been able to 
adequately explain to ourselves why a 
second bid was requested. It seemed to 
us that the new bids would be at a 
higher figure than the first, and since 
we had gone as far as we cared to go 
in our first effort, we saw no valid 
reason for bidding the second time. 

“Naturally, we feel that we are as 
efficient marketers as any other com- 
panies, and although we recognize 
some advertising and prestige values, 
these values are limited.” 

Pure Oil Co.—The company’s pub- 
lic relations department comments: 

“The Pure Oil bids were made on 
the basis of our experience and judg- 
ment as long-term marketers in West 
Virginia. Those bids are public infor- 
mation. They are out in the open 
where all may see. In the bidding com- 
petition we happen to be among the 
runners-up for all or any of the three 
locations. For our own part we will be 
doing all we can to maintain our com- 
petitive position.” 





... in brief 


Protest Not Approved—A proposed 
complaint to Congress by the Georgia 
Independent Oilmen’s Assn. (that the 
price war in Tifton, Ga., was brought 
on by the majors), was not approved 
by the association’s members or its 
Board of Directors. 


TRENDS 


PIGEONHOLE storage units for cars, like this one opened in Los Angeles by Standard 
of California, is combined with service station because .. . 


Parking Builds New Business 


The first “Pigeonhole” park- 
ing installation operated by a 
petroleum company (Standard 
Oil Co. of California) opened 
for business Nov. 2 in crowded, 
traffic-silly, midtown Los Angeles. 


The layout features six levels of 
parking floors. An automatic elevator 
lifts automobiles to the parking levels 
and slips them into a stall the size of 
the car—the “pigeonhole.” When the 
driver reclaims his car, it is lowered to 
street level. 

Tied-in with the parking unit is a 
two-island (four pumps) company-op- 
erated service station with lube rack, 
TBA and normal service facilities. No 
wash rack is included, but car washing 
facilities are available. An eight-man 
crew, specially trained to handle both 
parking and station assignments, at- 
tends the complete unit. 

Oil companies have found that 
parking facilities in conjunction with 
a service station create a new business 
potential. Standard’s 128-car unit 
occupies a strategic corner at Wilshire 
Blvd. and Flower St. (directly oppo- 
site General Petroleum’s head office 
building), near the Statler Hotel, office 
buildings and retail stores. 

Pays Big Dividends—During busi- 
ness hours, parking space in down- 
town Los Angeles is at a premium, 
and parking lots have become ex- 
tremely profitable business ventures. 
Standard will charge the going rates 
of the vicinity: 20¢ per half hour, with 
a $1.50 maximum. 

Cost of the reinforced-concrete 
parking unit and service station facil- 
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ities was $150,000, according to the 
company. 

A parking level consists of two 
rows of pigeonholes facing each other 
across a corridor 20 ft. wide. A 
hydraulic hoist, manned by an oper- 
ator, picks up the car, rolls it along 
the corridor on rails, then lifts it to 
the designated pigeonhole. Cars are 
blocked securely in the stalls. 

The entire operation—picking up a 
car, depositing it and returning for 
another—requires from 45 to 60 
seconds. 

First of Concrete—Standard’s unit, 
the 24th built by the Pigeon Hole 
Construction Co., of Spokane, is L.A.’s 
first. It also is the first to be made 
of concrete, the others having steel 
frame construction. 

Conventional poured concrete units 
take six to nine weeks longer to 
build than steel structures. They cost 
about $800 per stall, while steel costs 
$750 to $775. But they require little 
maintenance, offsetting the higher 
initial cost, Pigeon Hole officials 
claim. 

The fire hazard is similar to that 
of enclosed parking garages, but 
construction costs are only half as 
much, say the officials. Most of the 
units built since the first one went up 
at Spokane in February, 1951, are 
run by garagemen, with some having 
service station facilities. 

Standard will charge 25¢ per hour 
and $1.50 for 12 hours. It offers two 
hours free parking for lubrication and 
oil change. There are no tie-ins with 
shops, allowing the driver free park- 
ing for purchases made at certain 
stores, a widespread practice in Los 
Angeles. 
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TOP- WEAR Lose CATION 


Island Canopy Has Eye Appeal and Covers Service Area 


A new pump island arrangement at this Union Oil 
Co. of Calif. station features wide driveway approaches 
for easy access. Eight cars can be serviced at one time. 
The extra large canopy has illuminated plastic signs to 
catch the motorist’s attention from any direction. In 


addition, the extra large canopy protects the servicing 
area from rain and sun. The service building has a two- 
lift lube bay. Seven full-time salesmen keep the company- 
operated station open 24 hours a day. Outlet is located 
at Webster and MacArthur Boulevard, Oakland, Calif. 





LUBRICATION 


Better Lube Marketing Urged 


More lubrieants can be pro- 
duced than are now being sold. 
The days of order-taking are 
ended. 

But the slack can be taken up 
by the stimulation of selling, ad- 
vertising and promotion. 


J. E. Dyer, marketing vice presi- 
dent, Sinclair Refining Co., told the 
American Petroleum Institute Lubri- 
cation Committee that more and better 
selling is needed in both automotive 
and industrial lubricant fields. 

As part of the automotive picture, 
he is not convinced the industry has 
done the most effective job of selling 
the new API oil change recommen- 
dations. 

“The time has come for us in mar- 
keting to go out and do a thorough 
job of selling the service classifications 
system and the industry’s crankcase 
oil drain practice recommendations to 
the public,” he said. 

Motor oils have been improved and 
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great advances have been made in 
providing a language of identification 
understandable to the customer as well 
as the car maker, the oil company 
supplier, distributors and dealers. 
Because oils have been improved 
the motorist now expects longer serv- 
ice from the oil he buys. Mr. Dyer said 
this would be true if all cars were 
driven every day under ideal condi- 
tions. Since this situation does not 
exist, the oil marketer must inform 
customers of recommended oil change 
practices through the service station 
man. This word-of-mouth recommen- 
dation is particularly effective in selling 
oil when the service station man is 
talking about a product that has been 
promoted by convincing advertising. 
“We marketers can make much 
headway in our sales of motor oils,” 
said Mr. Dyer, “if we can convince 
the motorist that the frequent crank- 
case drains are in his own interest. 
Add to that effective follow-through at 
the service station in oil checking, and 


I think we will find ourselves richly 
rewarded in increased motor oil 
ratios.” 

Industrial Lubricants—Even though 
about 50% of all lubricants sold are 
industrial, many marketers “take a 
jaundiced view” of the possibilities of 
marketing industrial oils profitably. 

“That’s not due to the market but 
rather the practices which marketers 
have established,” he said. 

Mr. Dyer supports the idea of brand- 
name merchandising at prices which 
will return a fair profit. If these oils do 
not pay their way, it’s not because the 
customers are wrong or because the 
products are wrong, “it is because we 
are not properly handling our selling 
job.” 

“We are simply selling ourselves 
down the river,” he said, “if we sur- 
render to the siren song of specification 
selling.” 

“What we need in this division of 
our lubricating oil marketing is better 
marketing management, sounder sales 
policies and a stiffening of the back- 
bones of some of our lubricating oil 
sales people . . . I suggest we re- 
appraise the place and potentials of 
lubricating oils in our vast, complex 
category of petroleum products,” he 
told the lube committee. 
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Way 10) 5 


Union Threat Seen in Texas 


Labor union organizing activi- 
ties in Port Arthur, Texas, have 
been labeled an attempt by a 
communist-dominated union to 
control the oil industry there. 


This was the charge made by 
Texas Attorney General John 
Ben Shepperd in a talk before 
the Galveston Rotary Club. 


The union he was referring to 
is the Distributing, Processing 
and Office Workers of America. 


So far, the union has not attempted 
to organize oil company office workers 
in Port Arthur according to reports. 
But there were indications that it may 
be moving in on service station em- 
ployes. 

Twenty-one Port Arthur firms were 
reported involved in strikes, but none 
of these were members of the oil in- 
dustry. The drive on station employes 
is expected to start with a meeting of 
station employes reportedly called for 
Nov. 28. 

Moving Into Oil Centers—Mr. 
Shepperd said, “This is not a local 
situation confined to Port Arthur. I 
charge . . . that Port Arthur was 
chosen because it is a vital petroleum 
refining and shipping center. It is not 
department stores and cafes they are 
after. It is the oil industry they seek to 
control. 


“Why else,” said Mr. Shepperd, 
“have they moved into such inland 
pipe line terminal and oil distribut- 
ing centers as Lockport, Ill., and Glen 
Olden, Pa., and why (have their) or- 
ganizers been running up and down 
our own Gulf Coast... and eyeing 
Odessa and Midland in West Texas?” 

Mr. Shepperd has invited union 
Officials to his office in Austin to an- 
swer charges about their alleged com- 
munist affiliations. 

Station Workers—The union has 
already contacted station employes, 
say Officials of service station associ- 
ations in Port Arthur and Houston. 
However, there are no reports yet that 
the union has made any demands thet 
dealers sign contracts. 


According to a major company of- 
ficial, if the union does get station em- 
ployes organized, it will require that 
each worker do only one job. For 
instance, it may ask that station work- 
ers be classified as “driveway salesmen 
specialist” or “grease rack specialist,” 
etc. The union may also demand that 


the dealer himself be prohibited from 
doing any of the station work himself. 


May Bring in AFL—Doubt was ex- 
pressed by Mr. Gordon Griffin, secre- 
tary of the Texas Service Station 
Assn., that the union now active in 
Port Arthur would organize station 
employes. He added that it was more 
likely that its activities would bring 
the AFL into Texas sooner than the 
AFL had planned. 


Paper Says Union Fears 
Prosperity of Workers 


A labor union complaint that the 
Richfield Oil Corp. did not have the 
right to sell stock to its employes 
caused the Los Angeles Times to com- 
ment that the union might be afraid 
workers would become so prosperous 
that it would lose its hold over them. 


The Oil Workers International 
Union (CIO) challenged Richfield’s 
move by filing a complaint with the 
National Labor Relations Board. At 
present the case is awaiting a hearing 
by an NLRB trial examiner in Los 
Angeles, on Dec. 7. 

The Times (Republican, Circ. 400,- 
000) made this editorial comment on 
the situation: 


“There are plenty of statistics to 
show that the American workman is 
becoming—has become—a member of 
the propertied class. . . . As people 
acquire property they acquire the de- 
sire to conserve it—that is, they be- 
come conservatives. . . . New union 
leaders understand all this and it is 
conceivable that they abhor the kind 
of worker prosperity that is more or 
less independent of them.” 

“Do American union leaders yearn 
for a class war?” asked the Times. 
“They can’t have one without a class of 
have-nots. They can’t have one unless 
they are in a position of procuring for 
the worker all that the worker gets. . . . 
Obviously, a workman’s opportunity to 
acquire stock in a company that em- 
ployed him would tend to diminish 
his union leader’s influence with him.” 


Correction 


The tricresyl phosphate compound 
used by Shell Oil Co. in its TCP 
gasoline additive is purchased by Shell 
from four companies “in substantially 
the same quantities.” These are Mon- 
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trose Chemical Co., Celanese Corp. of 
America, Ohio-Apex, Inc., and Mon- 
santo Chemical Co. NPN’s Nov. 11 
article on premium gasoline trends 
incorrectly indicated that Monsanto is 
the sole supplier of tricresyl phosphate 
for Shell. 


CREDIT 


Bulldog Won't Buy 


National Credit Card 


The report that Bulldog Publishing 
Co. has dropped plans to take control 
of National Credit Card, Inc., was con- 
firmed last week by Bulldog’s vice 
president Walter Belshaw. He said Na- 
tional Credit Card did not go through 
with an agreement to turn over the 
stock and control of the organization 
to Bulldog and permit new manage- 
ment to be installed. 

Bulldog had not invested money in 
National Credit, although it had put 
$500,000 in escrow for investment 
after control agreement had been 
reached. As much as $3,000,000 was 
to be invested later, said Belshaw. He 








FIRST CHOICE OF 
SERVICE STATIONS 


COATS 


IRON TIREMAN 


More service stations 
from coast to coast 
use the Iron Tireman 
than all other ma- 
chines combined. 
That's because this 
big-value tire machine 
does more work ... 
yet costs far less. Step 
up your tire service 
profits . . . boost new 
tire sales with the 
Coats Iron Tireman. 
Write for free litera- 
ture, full information F.0.B. 
today. Ft. Dodge, 


— sian Py gy Coats Tubeless Tire 
oun Band. ease, speed 
tubeless tire corvies.. seta a 
JACK HENNESSY SALES CO. 
National Distributors 
P. ©. Box 22, Audubon Station 
New York 32, N. Y. 


* 
West Coast Division, P. O. Box 190 
Ven Nuys, Calif. 


COATS COMPANY, INC 
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Storing tires;HECO plywood spacers 
bear the weight. Now you can ware- 
house more tires (approximately 200 
ina space 5’ x 5’) ... and stack them 
higher. HECO pallets and collaps- 
ible plywood spacers are stronger, 
hold up longer and save you money 
by using maximum overhead area. 
Remember, no weight compression 
damage with HECO. Investigate! 


MIDWEST: J. R. PERKINS LUMBER CO, 
Fullerton Building 
St. Lovis 1, Mo. 


EAST-SOUTH: SOUTHERN LUMBER AND 
MANUFACTURING CO. 
855 Avenve of the Americas 
New York, N.Y. 
Ellijay, Georgia 


WEST: HAMERSLAG 
EQUIPMENT CO. 


PAT. PEND! 45 Eimira Street 
- Sen Francisco 24, Calif. 
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added that the latter amount would 
probably have been needed to “buy 
back the good will that went down the 
drain” because of long-delayed pay- 
ments to service station operators and 
others. 

Assets and obligations of National 
Credit balance out, said Mr. Belshaw. 
But he added that he had heard the 
company was looking around else- 
where now for new money in order to 
catch up on delinquent payments. 

The decision to pull out of the Na- 
tional Credit Card deal followed 
closely Bulldog’s decision to drop plans 
to develop a 300-unit service station 
chain. Plans for the service station 
chain was reportedly independent of 
the credit card investment. 

Mr. Belshaw says Bulldog has no 
other plans involving the oil industry. 


Cincinnati-Area Jobbers 
Plan Marketing Probe 


Resolutions to investigate margins 
and supplier policies in loaning equip- 
ment were recently passed by the Inde- 
pendent Oil Jobbers Assn. This asso- 
ciation represents jobbers in a three- 
state area surrounding Cincinnati. 

The association plans to probe the 
reasons why jobber margins on fuel 
oil and gasoline have not increased 
with retail prices. 

The association also will study re- 
ports that equipment is being loaned 
and installed for gasoline accounts 
whose volume does not warrant such 
equipment and investment. They also 
plan to look into a reported practice 
of loaning tank equipment to certain 
classes of fuel oil accounts. 


DEATHS 


Earl McKale, 62, founder of the 
McKale’s service station chain that 
now includes 42 stations on the West 
Coast, died Nov. 23 in Seattle after a 
long illness. Mr. McKale was president 
of McKale’s Corp. until last June, 
when he became chairman of the 
board. 


Mr. McKale opened his first station 
in Seattle in 1917. It was one of the 
first stations to offer tires and batteries 
and auxiliary services, and he is said 
to be one of the first operators to offer 
air and water at gasoline pumps. He 
was also the first to issue gasoline 
credit cards, according to a spokesman 
for the chain. 


FUEL OIL 


West Coast Alone 
Has Cool Weather 


Winter was still having a hard time 
getting started in most parts of the 
country as late as the third week in 
November. A spell of warm weather 
brought degree days below the previ- 
ous week for every section, of the coun- 
try but the West Coast. West Coast 
fuel oil dealers enjoyed a streak of 
cold weather that increased degree 
days by 50 over the previous week 
bringing the average to 101 for that 
region. 

The coldest city during the third 
week of November was Denver, with 
184 degree days, an increase of 76 
degree days over the previous week. 


The weather for this year’s heating 
season averaged warmer than last 
year in every section of the country, 
at the third week in November. 


DEGREE DAYS 
(Season Sept. 1—Nov. 21) 
Week 
Nov. 15- 
Nov. 21 
East Coast 1953 1952 Normal 1953 


Boston 680* 843 785** 65 
New York (a) . 500 664 659** Si 
Philadelphia (a) 458* 615 S581** 55 
Washington 494* 638* 649* 70 
Average 533 660 669 


Great Lakes 


Buffalo 859 1083 
Chicago 599 962 
Cleveland 684 937 789** 
Detroit .. 722 1019 958** 
Toronto (a) 939 1142 1197 
Average 761 1029 983 


1044** 


928°* 


Midwest 

Denver 828 934 1052 

Minneapolis 851* 1264* 1232** 

Omaha 634 918  880** 

St. Louis (a) 419 602 600** 
Average 683 930 «941 


West Coast 

San Fran- 
cisco (a) 

Seattle (a) 
Average 


Southeast 
Birming- 

ham, Ala. 322 492 352 39 
Charleston, 

S.C. (a) 181 205 161 16 
Nashville, Tenn. 428 673 476** 60 
Raleigh, 

N.C. (a) 349 471 331 35 

Average 320 460 355 38 


Degree days are on 65 deg. F. basis. 

(a) Readings at city offices. Readings in 
other cities taken at airport offices. 

* Includes weather bureau correction. 

** Normals based on revised normal fig- 
ures. Other normals based on old normal 
figures. 
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The singing child on this year’s Christmas Seal is a symbol of hope and faith in the 
future . . . and a pledge to the present. 


The hope is the eventual eradication of tuberculosis...the faith is in the proved methods 
of your national, state, and local tuberculosis associations. 


The pledge is your joining with 13,000,000 of your fellow Americans who this year 
will buy and use Christmas Seals. 





Send your contribution to your tuberculosis association today, 
please, and join in singing to all humanity, to all the world, 
“Happy Christmas, Little Friend.” 


Bene Gat 


Because of the importance 
of the above message, this 


space is contributed by NATIONAL PETROLEUM NEWS 
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IN-COMPANY TRAINING program is being used by Free 
Oil Co., Shell jobber in Medina, Ohio, as its plan for perpetua- 
tion. Talking over the program with G. G. McKenzie, Shell’s 








ay 


personnel manager for the Cleveland division, are, left to right: 
Ray Mellert, manager; George Mellert, president; (Mr. Mc- 
Kenzie) and Lee Einhart, secretary-treasurer and office manager 


Plan Now to Keep Oil Jobberships Alive 


The mortality rate among small oil jobbing companies is un- 
usually high. This is especially true among those whose owners do 
not have sons or close relatives, with a sincere personal interest in 
the business, to succeed them when they retire or die. 


The jobber would like to know what courses of action are open 
to him to assure the continuation of his business. And most suppliers 
are anxious to help him so that the jobbership will not be sold out 


to a competitor. 


A representative attitude among 
those suppliers interested in the prob- 
lem was voiced recently by J. G. Jor- 
dan, vice president of Shell Oil Co. 

He believes that a supplier company 
cannot continue to gear a substantial 
part of its distribution to jobbers un- 
less it is reasonably assured that each 
jobbership will continue in existence 
over a long period of time. 

“No supplier can afford to help a 
jobber get started, aid him to hurdle 
the difficulties of the early years until 
the business is solid and prosperous, 
only to see the jobber sold out to the 
highest bidder,” he said. 

“Nor can a supplier continue to de- 
pend on jobbers for his distribution if 
every unexpected and untimely death, 
or retirement from business, or even 
the attitude of disinterested heirs dis- 
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rupts the jobber company and results 
in either forced liquidation or such 
faulty operations that the entire dis- 
tribution and the brand name are en- 
dangered.” 

Obligation to Others—But the job- 
ber has other obligations than to his 
supplier. 

The first is to his employes—they 
have a right to expect the business to 
continue. He also has a responsibility 
to his fellow jobbers, his dealers, and, 
generally, to the business community 
as a whole. 

What He Can Do—What courses of 
action are open to the jobber when he 
faces the problem of perpetuating his 
business? He has three distinct choices: 

Sons or other close relatives, 

Business life insurance, or 

In-company training by the supplier 


company for the person or persons 
being groomed as the successors. 

Relatives—If sons or close relatives 
are to take over the business, they 
should be thoroughly introduced to the 
plan well ahead of time and thoroughly 
grounded in the business and the com- 
pany’s policies. 

The company’s finances should be 
continually kept in order. A jobber’s 
financial condition can spell trouble if 
careful plans have not been laid for 
perpetuation. 

Insurance—In the event of unex- 
pected death, a jobber’s estate may be 
so burdened with the demands of taxes 
and debts that the survivors may be 
faced with the untimely sale or the 
liquidation of the business. 

Business life insurance is designed 
specifically to meet these. hazards 
when a jobber dies. 

Although it involves nothing new or 
different from the basic life insurance 
policies and provisions, it does require 
special application of these provisions 
to meet problems peculiar to the indi- 
vidual jobbership. 

Kinds of Insurance—There are four 
types of business life insurance: 

Key-man protection, to reimburse 
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for loss or provide replacement in case 
of death; 

Partnership insurance, to retire a 
partner’s interest; 

Corporation insurance, to retire a 
shareholder’s interest; 

Proprietorship insurance, to provide 
for the continuance of the company 
when its sole owner dies, and 

Credit insurance, to aid the com- 
pany’s credit status, covering the 
owner or key man during the period of 
a loan or the duration of a mortgage 
on property held. 


If the jobber adopts business life 
insurance for his means of perpetua- 
tion, he should consult with his attor- 
ney, accountant and life insurance 
agent to make sure every angle of the 
company’s interests is being safe- 
guarded. 

His insurance agent will give him 
technical advice concerning the ar- 
rangement of policies, while the first 
two provide the essential information 
on which the plan is based and double 
check it when it is completed. 


Key-man insurance can be applied 
to the owner or manager; the com- It's good business 
pany’s top financial man, who handles to do business 
the firm’s credit, either for providing ith Th vr 
new financing or for temporary credit; wit ermoid! 
or even the sales manager. With it the May we tell you why ? 
company has benefits at the death of 


this vital employe. Th id 
Partnership insurance safeguards the : hermol 


business against forced liquidation, 
since a partnership automatically dis- 


, caie ainar the Geute al Thermoid Company 
solves at or $ ortly ter the death o . + oe 
any one of its partners. Special Sales Division 


It enables the surviving partners to Trenton, New Jersey 
reorganize at once and continue in : 
business. It liquidates the interest of 
the deceased partner without loss. It 
enables the beneficiaries to secure full, 
fair value for their interest in the firm, 
at once and with a minimum of 
trouble. And it lends support to the 
company’s credit standing. 
Corporation insurance covers the 
shareholders and provides for retire- 
ment of their interest at death. It gives 
their heirs full value of their interest 
at once and reduces the shock of 
changes in ownership. 


The corporation is not terminated at 
the death of an owner, as with a 
partnership. But, with the transfer of 
the shares of the deceased stockhold- 
ers, new stockholders, new to manage- 
ment and possibly an unknown 
element, enter the picture. The stock- 
holder’s death also may deal a severe 
blow to the firm’s credit. Corporation 
insurance meets both of these situ- 
ations. 


Sole owner insurance insures the 
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for 1954! 


(DON’T BE DISAPPOINTED AGAIN) 


are you READY with the 


TIRES 
GUARANTEE 
PROFITS 


1953 was a BIG tire year. But JUST HOW MUCH 
MONEY DID YOU MAKE ON TIRES? 


Your profit and satisfaction are the things that count most. You can 
charge everything else off to experience. If you fought a losing uphill battle 
during 1953, trying to sell against unfair competition, skimpy profit margins 
and forced selling policies, NOW IS THE TIME TO DO SOME SERIOUS 
THINKING ABOUT YOUR PROFITS, YOUR VOLUME, AND YOUR 
PROGRAM FOR 1954. 


All reliable sources tell us that 1954 will be the BIGGEST TIRE RE- 
PLACEMENT YEAR IN HISTORY. Are you ready with the RIGHT BRAND 
OF FINEST QUALITY TIRES? LOWEST POSSIBLE DISTRIBUTOR COST 
PRICES? STRONGEST POSSIBLE WRITTEN DOUBLE GUARANTEE? Are 
you free to operate your own business as you choose? To set your own 
retail prices on tires and tubes, and to realize maximum profits on every 
sale? ARE YOU THE BOSS? 

THEN YOU WILL WELCOME THE CORDUROY DISTRIBUTOR PRO- 
GRAM! With CORDUROY you do business direct with the factory and 
with a company that does not have any warehouses, factory-owned or con- 
trolled retail stores, no private or special brands. With CORDUROY all 
in-between expenses are eliminated and the savings passed on to you in 
the form of HIGHEST POSSIBLE QUALITY, STRONGEST POSSIBLE 
WRITTEN GUARANTEE, AND LOWEST POSSIBLE DISTRIBUTOR COST 
PRICES regardless of the size of your orders. These extra advantages en- 
able you to do a larger retail volume and consequently realize greater. 
profits. 

Please remember, CORDUROY has the most liberal written guarantee 
— road hazards or defects (no repair clause, no red tape), plus a 
litetime guarantee covering workmanship and materials. 


YOUR TERRITORY MAY BE OPEN: if you are an independent merchant, free to select your 
own brand of tires, and if you want to make MORE SALES AND PROFITS ON TIRES DURING 1954 
AND THE YEARS TO COME, write to the CORDUROY factory today for a free 40-page book, 


and prices, explaining the CORDUROY distributor program. Act at once, no obligation. Your 
territory may still be open. 


ad Py) 
A 








ems 
a> 


(“LCL LL“ RUBBER COMPANY 


December 2, 1953 + NATIONAL PETROLEUM NEWS 





T. POWELL JONES, sole owner of the T. Powell Jones Co., Shell jobbership in 
Van Wert, Ohio, has assured the perpetuation of his business by including it in his 
persona! will. Here he discusses the plan with J. R. Partin (left), his assistant manager 


continuity of a jobber’s company and 
provides his dependents or heirs with 
sound valuation of the business at his 


death. It is the nearest to ordinary per- 
sonal insurance of all types of busi- 
ness insurance. 


Provisions can be written into the 
policy to meet the conditions of his 
will or trust; selection of his successor; 
and payment of premiums according 
to the best interests of the plan. 

The plan can be varied according 
to the particular jobber. It can pro- 
vide for sale of the business to stated 
employes, with the purchase money 
provided by the insurance; operation 
of the business by the executor or his 
heirs, or it can name a trust company 
as beneficiary and establish manage- 
ment control. 

Once established, the business life 
insurance plan should get a periodic 
check-up by experts. Financial condi- 
tions change, tax laws vary in effect, 
valuations of the interests of the own- 
ers are never constant. These details 
should be kept up-to-date at all times. 

Training—Shell Oil is one of the 
few supplier's offering its jobbers the 
benefit of in-company training. The 
program was originated in 1947 pri- 
marily for its own division sales per- 
sonnel in Cleveland. It was highly suc- 
cessful and, because of interest in the 
program evidenced by Shell jobbers 
and dealers in Ohio, it was opened to 
their participation. 

The program consists primarily of 


a five-day school, held on an average 
of once each month in three Ohio 
cities, Cleveland, Akron and Colum- 
bus. Shell limits the number of stu- 
dents to six or seven per instructor. 
The jobber or dealer pays his own ex- 
penses and Shell furnishes the instruc- 
tion. 

A follow-up program consists of 
one-day refresher courses and one-day 
classes on new practices and products. 
These are designed to provide constant 
training for jobbers, their employes 
and Shell dealers. 

In addition to this “permanent-type” 
program, Shell operates mobile train- 
ing units which move into areas where 
it is impractical for jobbers or dealers 
to attend the regular class programs. 

Further jobber co-operation is pro- 
vided by Shell through its top division 
sales personnel, division merchandising 
and retail managers, who are always 
available on request for jobber confer- 
ences; to discuss problems facing the 
jobber, and to help keep him constant- 
ly abreast of new developments, prod- 
ucts, and so on. 

The Course—Basic curriculum of 
the five-day school is as follows: 

First Day: Shell history and policies; 
salesmanship; care of equipment, and 
Shell products—what they are, what 
they do, etc. 

Second Day: cleanliness and good 
housekeeping; merchandise display; 
maintenance; restroom cleanliness; 
personnel selection and training (con- 
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tinuous training for employes, sales 
incentive programs); pump island 
problems and answers (credit sales, 
servicing radiators, fan belts, etc.). 

Third Day: selling the customer; 
Shell lubrication and know how. 

Fourth Day: special customer serv- 
ices; follow-up sales program; TBA 
selling and servicing. 

Fifth Day: how to compete (com- 
petitive pricing, display, competitive 
hours, weekend and Sunday sales, 
proper lighting, etc.); the importance 
of bookkeeping; bank accounts; insur- 
ance; making more money (profit mak- 
ers, sales incentive plans, advertising 
and public relations), and Shell's as- 
sistance to jobbers. 

Shell realizes, however, that the em- 
ploye selected by the jobber to even- 
tually assume a position of manage- 
ment will be of most value to the local 
company if he learns more about its 
operation. Therefore, Shell’s division 
personnel help the jobber establish his 
own planned training program, incor- 
porating the information picked-up by 
the employe during his in-company 
training. 

An Example—One Shell jobber tak- 
ing advantage of the in-company train- 
ing as its assurance of perpetuation is 
Free Oil Co. of Medina, Ohio. The 
men selected to take control of the 
company when necessary were hired 
with that idea in mind. They are being 
groomed to continue the company and 
its policies through a program set up 
by manager Ray Mellert under the 
guidance and supervision of Shell’s 
Cleveland division. 


Ray, 35-year-old son of George 
Mellert, 71, the company’s president, 
developed the plan as an off-shoot of, 
his own in-company training by Shell. 

He became manager of the four- 
million-gal.-per-year jobbership in 
1950 when his father decided it was 
time to step aside. Ray had no previous 
oil marketing experience. Following 
his discharge from the U. S. Navy in 
1946 and prior to the war he had 
worked in his father’s road contracting 
business. 

“I took over one of dad’s service 
stations first,” Ray said. “That was in 
January, 1948. I wanted to get my feet 
on the ground—get well introduced 
to the business. I thought this was the 
best way.” 

To further bolster his knowledge 
about the oil marketing industry, Ray 
took part in one of the first five-day 
schools held in Cleveland for jobbers 
and dealers. 

“I was very much impressed with 
the program,” he said. “I thought it 
was just what we needed for our own 
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W ide-open opportunity for dealers to pick up extra money 


—build customer good will—with Purolator 


December, January, February and March 
are BIG EXTRA-MONEY MONTHs for dealers 
throughout much of the United States. 

Then—cars need special money-making cold- 
weather care. 


Then—with winter’s stop-and-go driving, oil gets 
contaminated, sludge forms quickly. 
Then—filters clog in a hurry, by-pass the oil, 


allow minute abrasive particles to do their 
“dirty work.” 


Change oil... Change oil filters—first sign of sludge! 


Whatever make of filter in car, install a new Puro- 
lator Micronic* Oil Filter—the filter that’s found 
on more makes of cars . . . made to fit al] makes 
of cars ... best by every test—engineered to 
trap more dirt, finer dirt, faster! 

Purolator First! Purolator originated the oil 
filter, the Micronic element and the Micronic full- 


PUROLATOR PRODUCTS, INC. 


flow system—set standards of design and manu- 
facture for the entire filter industry. Widely imi- 
tated, because of great popularity, Purolator’s 
superior performance has never been equalled. 
Remember: With each Purolator* the dealer 
sells an extra quart of oil... has a chance for 
DOUBLE PROFITS with every oil-change! 


*Reg. U.S. Pat. Off. 


Rahway, New Jersey and Toronto, Ontario, Canada 


PurOlator 


Wok fest OIL FILTER 
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company. Dad is getting on in years 
and I have no children to succeed me. 
We needed good, qualified men to suc- 
ceed us and I felt this would assure 
that and the continuation of the busi- 
ness. 

Supplier Helped—‘“I talked over the 
idea with G. G. McKenzie, Shell’s 
personnel manager in Cleveland. He 
spent considerable time at my office 
helping to outline and set up the pro- 
gram, pointing up the things he felt 
were most important. He was most 
instrumental in making the program 
successful.” 

The first general training session was 
held soon after. The company’s board 
of directors were invited to attend 
and observe. 

“All our employes were present,” 
said Ray. “The meeting exceeded all 
expectations. The men really pitched 
in and took part in the discussion. 
They raised questions on station oper- 
ation, improving the business, prob- 
lems of bookkeeping, and so on.” 

The board members went away 
highly enthused about the program, he 
added. “First thing next morning they 
all came in the office to voice their 
unanimous approval. We explained the 


full plan to them, how we meant to 
train the selected men to succeed us 
in the firm. They were in complete 
agreement.” 

Free Oil’s board of directors consists 
of George and Ray Mellert, Lee Ein- 
hart, secretary-treasurer and office 
manager, E. B. Spitzer, president of 
the Medina Savings Deposit Bank, and 
H. Y. Ziegler, who owns a local de- 
partment store. The five own the ma- 
jority of company stock. There are 15 
other small stockholders. 

The Plan—Under the program, Mr. 
Einhart, 60, a 30-year employe of the 
firm, will succeed Ray as manager. 
Following Mr. Einhart are Cloyd 
Arbogast, 42, maintenance manager, 
and his assistant, Don Muntz, 26. 

“Neither Cloyd or Don had previ- 
ous oil marketing experience,” said 
George Mellert. “However, they are 
local men and we knew their back- 
ground well. We felt they were quali- 
fied to advance with proper training.” 

Sales Training—The men are being 
trained in sales and developing sales 
potential. They are learning business 
procedure (taxes, insurance, laws af- 
fecting the business, new products and 
business ideas) and the sale, transporta- 
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corrosive acids. 


tion and distribution of products to 
and through a bulk plant. 

They make calls with Ray on the 
company’s 300 commercial and con- 
sumer gasoline accounts and 270 fuel 
oil accounts. They work along with 
Ray and Lee Einhart in the office, 
learning, by doing, the procedures of 
bookkeeping and office management. 
Working on a salary plus commission 
basis, they helped boost the company’s 
volume to over 3,250,000 gal. of gaso- 
line and 500,000 gal. fuel oil last year. 

“We feel they will meet our obliga- 
tions to our dealers, stockholders and 
supplier because they will continue to 
operate the business as it has been op- 
erated, upholding our policies,” said 
Ray. “We feel this has definitely as- 
sured the perpetuation of Free Oil Co. 

“After all, as long as there are quali- 
fied men in control, the business is 
bound to continue and prosper. As 
long as it prospers, no stockholder will 
be forced to sell. Besides, no one is 
going to throw down his share in a 
‘going’ concern.” 

Since Free Oil is a stock company, 
there are no financial barriers to its 
continuation, the Mellerts feel. “At 
least three of the major stockholders 





FOR DEPENDABLE COLD-WEATHER 
== LUBRICATION IN TODAY'S POWER- 


Champlin Heavy-Duty HI-V-I flows instantly and freely for full 
wear protection on coldest days. Refined with an additive formula 
that gives it a richer, tougher, longer-lasting film, HI-V-1 chases 
sludge by dispersing it...prevents corrosion by neutralizing harmful 


HI-V-1 is the enemy of engine wear...keeps your customers cars, 
trucks and tractors running like new! 


Write, wire or phone for information on available dealerships. 


5 Below! 


A product of 
CHAMPLIN 


REFINING COMPANY 
ENID, OKLAHOMA 


Complete Warehouse stocks HI-V-! 
motor oil available at: Enid and 
Oklahoma City, Okla.; Superior, 
Omehe, Grand island and Lincoln 
Nebr.; Hutchinson, Kansas; Meson 
City and Rock Rapids lowa; Den- 
ver, Colo.; Amarillo, Texas. 
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would have to sell out in order to have 
the company change hands,” Ray said. 
“Loss of any smaller stock would have 
no bearing on the company’s future— 
it would be quickly picked up.” 

The Mellerts’ and Mr. Einhart’s 
stock will fall to their immediate fami- 
lies. The same goes for Mr. Spitzer 
and Mr. Ziegler. In fact, they have in- 
herited their stock from their fathers. 
George Mellert is the only original 
stockholder and board member. And 
all of the major stockholders have one 
aim; the continuation of Free Oil Co. 

“Free Oil has a reputation of over 
32 years of good service to Medina 
County,” said George Mellert. “We 
have a close knit organization with 
plenty of fine harmony. We have 20 
choice service station locations. The 
stations are kept up to date, modern 
and attractive (the company spends 
nearly $100,000 each year on its sta- 
tions and plant). We see no reason, 
therefore, why the company shouldn’t 
continue and prosper.” 

Another Plan—Completely different 
from Free Oil’s plan of continuity is 
the one set up by T. Powell Jones, 55- 
year-old owner of the T. Powell Jones 
Co., Shell jobber for Van Wert Coun- 
ty, Ohio. 

He chose to include the business in 
his will. 

According to the will, J. R. Partin, 
36, assistant manager, will take over as 
manager. His brother, Cecil Partin, 32, 
tank truck salesman, will become as- 
sistant manager, and Glen L. Poling, 
31, will continue in his present capac- 
ity as office manager. 

They will operate the business on a 
specified salary, comparable to what 
they now earn, plus a percentage of the 
net profits. 

The company will continue to exist, 
however, only as long as it makes a 
specified net profit. Once it falls below 
this figure, Mr. Jones’ wife has the sole 
right to sell and Shell has the first op- 
tion to buy. 

The will ties the employes to the 
supplier as long as Shell is willing to 
supply the company on a regular job- 
ber basis. “The men cannot jump 
around from one supplier to another,” 
Mr. Jones explained. 

The company will continue under 
its present name. This eliminates any 
hitch in the operation, such as might 
result over the changing of licenses. 

The business will pass from Mrs. 
Jones, to their only daughter, and then 
to their grandchildren. 

“T have the utmost confidence in my 
men,” said Mr. Jones. “That’s why I’ve 
tied-up the business in this way. They 








Your particular requirements 
are important to us. That's why 
we make Ardmore Reels in 38 
models. A size and type for 
every truck, designed to turn 
delivery problems into profits. 


We make Power Reels with ex- 
plosion-proof motors in 10 
models — Power Reels with 
starter motors in 14 models — 
Hand Reels with needle bear- 
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ings in 14 models. All models 
with right or left hand drive, 
and with removable adapters 
for easy connections to 1”, 
1%", or 1%” hose. Power Kits 
to convert hand reels into power 
reels. And a wide range of spe- 
cial reels for industrial service. 
Catalog on request. 


Call your Ardmore Distributor 





CAMPBELL 


= 


It's true— Campbell helps you sell more tire chains by providing service stations 
with superior chains in an eye-catching package . . . plus sales and merchandis- 
ing helps designed to get chains in customers’ car trunks “before the snow flies.” 


superior product 


Only Campbell Chains have the 
patented Lug-Reinforced con- 
struction that means greater 
traction on ice and snow ... 
guards against skids and side 
slips. 


outstanding package 
Campbell Chains are attractively 
packed in boxes and bags for 
easy identification and conveni- 
ent storage in car or truck. 


CAMPBELL 


Sales Clincher is the handy, easy-to-use Chain Applier 
included in every box of Campbell Lug-Reinforced Chains. 


forceful merchandising 

ee Campbell’s 
banner, 
streamers and display sugges- 
tions are real sales helps! 


new point-of-sale 
ad-mats, window 


Campbell helps you sell chains — 


national advertising 


Campbell advertises consistently 
in PATHFINDER, BUSINESS WEEK, 
and a complete list of automotive 
and farm trade publications. 


“before the snow flies.” Make 


your winterizing program complete. Write for details now. 


Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE 
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will have a free hand to operate the 
company as they see fit. But only as 
long as it remains profitable.” 

Last year, the company sold over 
2,225,000 total gallonage of all prod- 
ucts to its 500 commercial, fuel oil and 
farm accounts. Products are dis- 
tributed from the 95,000-gal. bulk 
plant via three 1,160-gal. and one 750- 
gal. tank trucks. 

Mr. Jones has made it a habit dur- 
ing recent years to let the men handle 
the business while he is on vacation. 
“This lets them assume a little more of 
the responsibility for running the show 
each time,” he said. 

Last winter, while vacationing in 
Florida, he got to thinking about his 
property and what might happen to it 
if he suddenly dropped out of the 
picture. 

“I first thought of the property sole- 
ly from a personal standpoint,” he 
said. “It wasn’t until after I attended 
the Ohio Petroleum Marketers Assn. 
meeting last March in Columbus that 
I thought about the problem of per- 
petuating the company.” 

Mr. Jordan addressed the meeting 
on the subject of perpetuation of the 
jobber. “His talk made me realize the 
importance of the company’s future 
not only to my family, but to the em- 
ployes and the business community,” 
Mr. Jones said. 

“After the meeting I talked with 
‘Doc’ Jordan and Vince Nightingale, 
Shell’s district manager in Toledo. We 
discussed my particular problem and 
the various ways in which I might 
handle it.” 


Returning to Van Wert, he hit upon 
the idea of including the business in 
his will. “It isn’t incorporated, so I 
had no other alternative,” he ex- 
plained. 

No Heir to Carry On—Mr. Jones 
has no son. His son-in-law, a promi- 
nent building contractor, “definitely is 
not an oil man, and not the least bit 
interested in the business,” said Mr. 
Jones. His grandson is only 10 years 
old. 

The company had to be left to some- 
one else, someone outside the family 
who was schooled in the oil marketing 
business and who could be relied upon 
to continue the T. Powell Jones Co. 
without change. 


“I wasn’t ready to incorporate,” 
said Mr. Jones. “And there was no 
other way to perpetuate the company 
without going through lengthy legal 
procedures. Litigation requires time, 
and time, in perpetuating a small com- 
pany like mine, is very important. A 
small company’s assets can dwindle 
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quickly 
easily 


safely 
with 


Saf-Lift 


lifts any car or light truck ... the 
hondiest auxiliary jack you've ever had 
around your station...a trusty jack to carry 
right on your service truck...the lowest-priced 
SERVICE JACK you can buy... yet does many 
lifting jobs quicker, easier than the “big boys” 


Need a handy jack for many lift- 
ing jobs that come up so often around your 
station? Let’s say you want to change a tire 
in a hurry to get chat truck back on the 
road in a hurry. You don’t want to tie up 
expensive hydraulic lifting equipment on 
routine work. Reach for the Saf-Lift! You'll 
welcome the ease of operation, two-legged 
safety and downright simplicity of this 
practical jack. Saf-Lift will save you man- 
hours and release bigger, more expensive, 
equipment for more important work. 


AUSCO HI-RANGE Hydraulic Axle Jacks... Don’e 
waste time and labor. Use a jack that gets 
the load up high enough without dangerous Avoiloble in 
gymnastics with wheel blocks. Hi-Range Stondord 
Jacks are a regular part of the 4 Mode! 1020 
Ausco line. Always ready to de- i ond Heavy-Duty 
liver. Available in 3, 5, 8 & 12- ’ Type 1030 
ton models. Send for FREE — 
AUSCO Catalog, a complete , % ey 
showing of mechanical and hy- 
draulic jacks for service station 
use... Capacities up to 20 tons. 
Write: 
AUTO SPECIALTIES MFG. CO. 


Dept. NP-12, St. Joseph Mich. 


vO Tacke 


L B- 1828s 
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{o speed deliveries 


at lower costs 


a ae re 


MARLOW PUMPS "°2°"°2°.% °° 


away to nothing during litigation. I 
know of one case, involving another 
small jobber like myself, where exactly 
such a thing happened. The business 
simply disappeared. 

“I decided the will would assure the 
continuation of the business without 
interruption, with the assets remaining 
intact.” 

Legality Checked—DMr. Jones talked 
over the plan with his attorney. They 
went over the program several times to 
insure that it would be fully compre- 
hensive and legal. 

“I then discussed its general princi- 
ples with assistant manager Partin. He 
naturally was very much pleased with 
the idea. It definitely assured him that 
he and the others could stay in the oil 
business when I dropped out of the 
picture.” 

The will was officially drawn up last 
April. “It has given me a great sense 
of relief and well being to know that 
everyone is provided for,” Mr. Jones 
confided. “I know that the business, 
which I’ve taken so long to build up, 
won't fall to pieces overnight. I know 
it will continue to function without my 
supervision.” 

Other Plans—What are other sup- 
plier companies doing? 

Ashland Oil & Refining Co. con- 
stantly keeps in close contact with its 


distributors through field sales repre- 
sentatives and sales executive per- 
sonnel. 


“Our policy in dealing with our dis- 
tributors is to advise them on any 
problems where they want advice,” 
said Palmer C. Talbutt, vice president. 
“We make available to them on a con- 
sultive basis all of the specialized 
talents in our company, including our 
legal department, financial and ac- 
counting people, who can be most 
helpful in problems concerning con- 
tinuance of a distributor’s business in 
the event of death or retirement.” 

Ashland has found the most pro- 
nounced characteristic of its distribu- 
tors is their independence. “Because of 
this we have found the best way to 
work with them is on an individual 
basis, without attempting to establish 
an inflexible, formal program,” said 
Mr. Talbutt. 

Atlantic Refining Co. early this year 
formed a “Distributor’s Policy Com- 
mittee” in the interest of promoting 
the competent management of its dis- 
tributors’ businesses. 

Estate Planning—“With the assist- 
ance of this committee,” said V. L. 
Elliott, controller, “Atlantic has in- 
stituted an estate-planning service 
which is available to all of its distribu- 
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On the Cover 


Upper picture on this week’s 
cover shows Officers and stock- 
holders of Free Oil Co., Shell 
jobber in Medina, Ohio, dis- 
cussing management plans. Left 
to right are Ray Mellert, com- 
pany manager; Lee Einhart, of- 
fice manager; George Mellert, 
president; H. Y. Ziegler, stock- 
holder; and E. B. Spitzer, stock- 
holder. 











tors on a no-charge basis.” The service 
is handled through the trust office of 
the First National Bank of Philadel- 
phia. 

Under the plan, Atlantic arranges 
contact between interested distributors 
and the bank. The actual planning of 
individual programs is carried on be- 
tween the bank and the distributor on 
a confidential basis. 

“The service is purely advisory in 
nature and any action the distributors 
wish to take would be on a local basis 
with attorneys, banks, and insurance 
representatives of their own choosing,” 
said Mr. Elliott. 

Pan-Am Southern Corp. encourages 
its distributors to develop men capable 
of operating the business in their ab- 
sence, or of succeeding them—*“pro- 
viding the necessary financial arrange- 
ments can be made,” according to 
H. S. Read, vice president in charge 
of distribution and marketing. 

“In a few cases, a distributorship has 
been sold to friends of the family in- 
terested in making the investment and 
in actively managing the business,” 
said Mr. Read. “In four markets, Pan- 
Am salesmen or supervisors have taken 
over the active management with the 
promise of a minority interest to be 
acquired out of a percentage of net 
profits earned. In no case has a Pan- 
Am distributor’s business been sold to 
or taken over by a competitor.” 

Still another major supplier recently 
started a program on a limited experi- 
mental basis. Under it the company is 
arranging for specialists in estate plan- 
ning to discuss the problem in great 
detail with a limited number of its 
distributors, and to make recommenda- 
tions to them. 

The company says its goal is to learn 
enough about the subject of distribu- 
tor perpetuation to be able to make 
sound recommendations. 

Pure Oil Co. and Gulf Oil Corp., 
on the other hand, report that distribu- 
tor perpetuation has not yet become a 
problem with them and that they have 
not done anything in a tangible way on 
the subject. 





Three Marlow VerticalSelf-Priming Pumps 
ssed by Silver City Oil Co. at Silver City 
N. C. to speed delivery from rel oleh ite lee] lars 
storage tanks 


grein NEW JERSEY 
h Plants D eQvesr Arkansas 
We h 1 


cago nois 
Other factor e and England Distributors ond Dealers everywhere 
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RUEH 
S THE LEADE! 


K-TRAILER FIELD 
9 GooD REASON 


THE STANDARD FRUEHAUF GASOLINE 


2. Tire-Saving, Self-Steering Gravity Tandem 


3. Only Complete Tandem Guar- 
Underconstruction. 


4, Patented, Dependable, 
antee in the Industry. 


Multi-Rate Single 
Axle Underconstruction. 


GE RE 


TI a aah oes 


; ie PC 6 le Be ona 
8. Precision-Fitted Transition Sheets. 9, Strong Reinforcement 10, Deep Sumps, for Complete Drainage. 
on all Load-Carrying 
Bulkheads and Baffle 


11. Safety Manholes with Pressure 
Heads. 


Relief Vents. 


AND FRUEHAUF’S COMPLETE LINE OF OPTIONAL EQUIPMENT 


BUNKER-C OIL CASINGHEAD GASOLINE 
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. Hi-Tensile Steel Throughout Tanks. 


12, Fast-Flowing, Common Header Type 


Manifolds. 


1S EQUIPPED WITH ALL THESE OUTSTANDING 


Fruehauf Leadership Results From Pioneering 
For The Liquid-Hauling Industry! 


LIQUID HAULERS from East to West show 
an overwhelming preference for Fruehauf 
Tank-Trailers, as registration figures show. 
The reason is Fruehauf’s ability to meet the 
special needs of liquid haulers. 

Fruehauf builds your Tank-Trailers just 
as you want them—with optional features 
to suit every preference or special hauling 
problem. Yet a Standard Fruehauf Gasoline 
Transport more than matches the require- 
ments of the majority of gasoline haulers. 

Fruehauf leads because Fruehauf gives 
you full value for every dollar you put into 
Trailer equipment. The specifications of 
your Fruehauf are matched to your job, not 
to a “bargain” price. 


6. Double Pressure Testing. 


13, Oven-Baked Finish. 


7. Down Welds Only. 


You get many exclusive Fruehauf fea- 
tures, such as the fully-guaranteed Gravity 
Tandem, not available elsewhere at any 
price. Of great importance, too, is the pro- 
tection of nationwide Fruehauf service and 
the availability of Fruehauf parts. 

Fruehauf leads— you gain — because 
Fruehauf has so much to offer, being first 
in engineering, first in service, first in sup- 
port of the hauling industry, first in re- 
liability. 

* * * 


World’s Largest Builder of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 
Detroit 32, Michigan 


FEATURES 


These Are A Few of 
The PLUS Values in 
Your Fruehaut! 


15. Nationwide Branch 
Factory Service. 


16. World’s Largest Tank- 
Trailer Manufacturing 
Facilities. 


Most Experience in Tank- 
Trailer Engineering. 


Finance Plans to Suit 
Every Pocketbook. 


A Company That Stands 
Firmly Behind Every 
Product. 


14, Full-Strength, 


20,000-Ib. I- 
Beam Axles. 


AKES IT EASY TO SPECIFY THE EXACT FEATURES YOU WANT 


LIQUID LATEX 





PROPANE AND BUTANE SULPHURIC ACID 
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... AND ZINCATE 


Plus at least 
150 other types 
of liquid commodities! 
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and Last 
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FirstName in Hose Reels) BS, 


HANNAY 


HANNAY has a hose reel for every purpose, 
for every business or industry employing hose. 
In the petroleum and chemical industries, in 
aviation, and among the nation’s leading 
manufacturers of fire fighting equipment, the 
name HANNAY is synonymous with “best”. 
Stationary and mobile types, hand or motor 
operated. Also special reels for special jobs 
such as cable reels for portable X-ray and 
lighting installations. 

When good hose reels are needed, standard 
or special purpose, put your problems up 
to Hannay. 


New EXPLOSION-PROOF Model 


Developed to overcome dangers previously 
associated with electrical rewinds. Sealed, 
Underwriters-approved motor protected 
against fog, foam, water and fumes. Safe, 
controlled rewind speed. Acclaimed by users, 
“the safest, most efficient Hose Reel ever built!” 
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STATIONS 


Station Permits Show September Gains 


More building permits were approved for the construction of 
service stations during September, 1953, than during the same 
month last year. 

This continues a trend noticeable for several months in which 
more permits have consistently been approved in 1953 than in cor- 
responding periods of last year. 


Station Construction Permits Authorized for September 


(Valuations in thousands of dollars) 

Number Valuation 

September* August September Sepiember* August 

REGION AND STATE 1953 1953 

Total $6,591 $5,853 $5,165 
New England 178 223 255 
Connecticut : 3 19 39 + 
Maine + 18 9 

Massachusetts iatate shee 59 40 
New Hampshire A & 30 t 
Rhode Island ma 17 60 ] 
Vermont bahd cake t 75 36 + 


Middle Atlantic iat tae 770 666 
New Jersey ‘ 271 171 
New York . 316 200 
Pennsylyvania 183 295 

East North Central 1,803 1,225 
Illinois 3 549 194 
Indiana 257 135 
Michigan ee 369 440 
Ohio ‘ Ae 3 358 353 
Wisconsin : 270 103 

West North Central 860 983 
lowa ; 153 279 
Kansas sau 159 168 
Minnesota : ; 2 227 241 
Missouri 3 5 56 115 
Nebraska iwi 178 126 
North Dakota 54 13 
South Dakota ; 3 33 41 

South Atlantic 598 716 
Delaware 4 + 
Washington, D. C. t 18 
Florida 212 
Georgia 72 54 
Maryland 40 10 
North Carolina 104 
South Carolina 93 
Virginia 89 34 
West Virginia 25 21 

East South Central 188 
Alabama 69 48 
Kentucky 68 47 
Mississippi t 10 
Tennessee 51 38 

West South Central 


Arkansas 
Louisiana 
Oklahoma 
Texas 
Mountain 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 
Pacific 
California 
Oregon 
Washington 
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* Estimated. + None reported. 
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September 
1952 1953 1953 1952 


During September of this year, 449 
permits were issued for the construc- 
tion of service stations in all sections 
of the country. This is an increase of 
about 17% over the 385 station build- 
ing permits issued during the same 
month last year. 

The comparative valuation of sta- 
tion construction approved during Sep- 
tember, 1953, increased even more 
over 1952 than the number of sta- 
tions. A total of $6,591,000 was the 
estimated value of the permits ap- 
proved during September 1953. This 
amounted to a 27% increase over 
the $5,165,000 valuation approved for 
the same month last year. 

The East North Central area took 
the lead in station permit approvals in 
this tabulation. In this area, construc- 
tion of 110 new stations was approved 
with a total valuation of $1,803,000. 
The East North Central area is made 
up of the states of: Illinois, Indiana, 
Michigan, Ohio, and Wisconsin. 

Both the Middle Atlantic area and 
the West North Central area had 62 
new station permits approved, which 
made them second in the number of 
permits issued during September. 

Source of Statistics—The Bureau of 
Labor Statistics estimates the permit 
valuation figures through checks with 
city and town officials. Figures ia- 
clude construction within urban places 
—all incorporated places of 2,500 pop- 
ulation or more in 1940—plus a few 
unincorporated civil divisions. 

Volume of building actually started 
during each month is not represented. 
No adjustment has been made for 
lapsed building permits, nor for the 
lag between issuance of a permit and 
actual start of construction. 


... in brief 


Station Operation—A four-page bul- 
letin outlining the high points of sta- 
tion operation for newcomers to the 
business has been published by the 
Department of Commerce of the state 
of New York. The bulletin says the 
minimum investment needed to enter 
this business as a station-lessee is 
$2,000. Larger investments, it says, are 
usually required for arrangements 
other than leased stations. In order to 
make a reasonable profit, says the bul- 
letin, a station today must have an 
annual sales volume of 100,000 gal. of 
gasoline. 
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SANTOPOID 33 


Field experience has proved Santopoid 33 
an ideal additive for Meee, or me 4 gear 
lubricants to meet the demands of both high- 
speed passenger cay and high-torque truck 
and bus operation. 
And Santopoid 33 offers an important extra 
— its foam-inhibitor content. Santopoid 33 
contains a stable anti-foam agent that 
retains effectiveness over long periods of 
storage. Enough stable anti-foamant is pres- 
ent in Santopoid 33 so that the final gear- 
lubricant blend is permanently protected 
against foaming in service. 
For more information on this versatile 
additive, write today to MONSANTO 
CHEMICAL COMPANY, Organic Chemicals 
Division, 800 North Twelfth Blvd., 
St. Louis 1, Missouri. 

Santopoid: Reg. U.S. Pat. Off. 





MONSANTO 


{ 


December 2, 1953 * NATIONAL PETROLEUM NEWS 








EO) NOMS 


Atom Won't Oust Oil 
From Energy Market 


Atomic energy application is ex- 
panding rapidly in almost all fields, 
but as a means of powering automo- 
tive vehicles it is not economically 
feasible. So the oil industry has no 
cause to fear that the atom will invade 
and erase the market for petroleum. 

That’s the prediction W. L. David- 
son, director, Office of Industrial De- 
velopment, Atomic Energy Commis- 
sion, made before the Transportation 
Division of the API in Chicago Nov. 9. 

He said: 

“It is clear that a goodly percentage 
of our present outlets for petroleum 
products will remain unchallenged, 
irrespective of what striking advances 
occur in nuclear science and tech- 
nology .. . 

“It is a fairly safe assumption that 
atomic energy will not compete with 
petroleum as a fuel in the packaged- 
power field covered by units of one 
horsepower to 1,000 horsepower equiv- 
alent. This means that automobiles, 
trucks, tractors, small naval craft, most 
aircraft—and probably even locomo- 
tives—as well as home-heating units, 
are not economically feasible with 
atomic energy.” 

Even in large power plants, nuclear 
power is not competitive today, Mr. 
Davidson said. However, for smaller 
plants in areas remote from supplies 
of conventional fuels, the possibilities 
of nuclear power are more promising. 

While nuclear power may power a 
submarine some time next year, its 
application to other ocean vessels ap- 
pears extremely nebulous, he said. The 
exception might be for high-speed ves- 
sels where speed might demand pre- 
mium rates, thus off-setting higher 
power costs. 





SAVE OVER ‘1.00 ON 
EVERY DRUM YOU CLEAN! 


WITHA 





DRUM RINSER 


Cut drum cleaning costs to the bone with a Gilbarco Drum Rinser. 
Bulk plant, terminal and independent operators have been saving over 
$1.00 per drum ... getting a handsome return on their initial 
investment. If your plant cleans even 100 drums a month, the 

Gilbarco Drum Rinser will pay for itself in about 6 months! 


Gilbarco Drum Rinsers are engi- 
neered and manufactured to the 
highest standards — save you 
money with these advantages: 

@ Compact and self-contained 

@ Only one connection (electrical) 
@ No heavy drum lifting 


@ Simultaneous rinsing and evacuation 
@ Complete evacuation of drums 
@ Simple design — Low maintenance 


It will pay you to investigate. Write today for full information. 


Gilbert & Barker Manufacturing Co. 
West Springfield, Mass., Toronto, Canada 





INDIVIDUALLY TESTED 


PIONEER OF /2rectecou 


¢ ra n CO STANDARD OF “ecaracy 
PUMPS & METERS 


CUSTOM-MADE pumps and meters, that serve you best 
because they are individually machined to exacting tol- 
erances...individually inspected for workmanship and 
materials...and individually tested for faultless oper- 
ation and accuracy. Buy GRANCO—for accuracy, depend- 
ability and long life. 


Write for Catalog 


INDIVIDUALLY UNS PECTED cum 


CAPACITIES 
TO 300 GPM 


EXCLUSIVE GRANCO 
PRECISION 


GRANBERG corp.| *"°°""*"" 


3308 SIXTY-SEVENTH STREET 
OAKLAND 8, CALIFORNIA 
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new COOPER MILE-MASTER 


earns easier dealer truck tire profits 


..- increases mileage as much as 45% 


The new Cooper Mile-Master opens wide the door te more 
sales, bigger and easier profits. It’s a truly masterful truck 
tire — and its ability to deliver increased mileage up to 45% 
is more than just another thin-air statistic. It’s an honest fact 
— already proved by America’s best known truck fleets. Dealers 
go ahead . . . when they go Cooper. The new Cooper Mile- 
Master is a typical reason why. Write for complete details about 
a Cooper franchise for your market. 


Here’s why it’s easier to sell the Cooper Mile-Master 


New Shock-Guard Construction: New Flat Contour Tread: More 
(1) Extra layers of cushioning and rubber on the road, more contact 
(2) full double cord breakers guard rea to carry the load. More stop- 
against high heat flexing, bruises, ping and starting power. More sta- 
breaks, blowouts. Result: Cooler bility for the vehicle. Far less 
running, fewer failures. danger of uneven tread wear. 
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(+ ORDmART THRE GROWTH —>r 


New Controlled Growth Rate: 
More recaps, better recaps. New 
Shock-Guard construction cushions 
away cord-stretching shock and 
strain. Cooper Armored Rayon-Cord 
fights fatigue and excess growth. 


New Mile-Master Rubber: A com- 
bination of micro-fine carbon black, 
premium grade natural rubber and 
triple-mixing. Defies wear, heat, 
cracking. Gives mileage increases 
up to 45% (honestly). 


COOPER TIRE & RUBBER COMPANY, Factories at Findlay, Ohio 


Tires °* Tubes ° Batteries 


- hc Sid f 
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Jobber Makes TBA Budget Plan Work 


TBA is the sleeping giant of the oil industry. 


Every oil jobber needs a wholehearted TBA program to stay in 


business. 


A jobber will make more money out of TBA if he has a budget plan. 


These are the ideas advanced by 
E. J. Connable, head of Moto-Pep, 
Inc., Memphis, Tenn., in a talk at the 
Oil Dealers Assn. of Arkansas con- 
vention in Little Rock, Dec. 1-2. 

A jump in 
TBA volume 
from 5% of total 
sales to 15% in 
two years is the 
result of the adop- 
tion of a TBA 
budget program 
by his own com- 
pany. Mr. Con- 
nable said. This 
year his TBA 
volume will ex- 
ceed $250,000. 


Eight years ago when Moto-Pep, 
Inc., a Socony-Vacuum jobber, took 
on TBA marketing, no financing plan 
was Offered to dealers. For the first 
five years after that, TBA volume held 
around 5% of total business. “Three 
years ago we woke up,” said Mr. Con- 
nable, “and decided to be as smart 
as the big rubber companies.” 


“We set up our own financing com- 
pany, and the first year TBA sales 
more than doubled,” Mr. Connable 
said. But the actual financing of TBA 
is not really the problem, he explained. 
“Educating your dealers to sell on 
budget is your big headache,” he said. 
“You need to hold meeting after 
meeting with as few as one, two or 
three of your dealers, at which all 
you talk about is budget.” 

Telling Dealers—Give your dealers 
some facts on what is sold in the 
country on budget. Assemble some 
figures on the car registrations in your 
own city or county and show them 
the potential, is the advice Mr. Con- 
nable gave his audience of other oil 
jobbers. 


As he puts it: “Live budget—talk 
budget—to hell with the cash sale. 
Your dealers are better off to sell 
their customers on time. That way 
they get the full retail price, plus a 
carrying charge. They don’t have to 
give away their profits just to meet 
some cutthroat price competition. If 
they build up a budget reputation 
their cash sales, including the sale of 


E. J. Connable 


petroleum products, will automatically 
pick up.” 

So called “add-on” sales have been 
an important part of his company’s 
budget selling, said Mr. Connable. He 
reported that the average sale amounts 
to $68. Before the full amount has 
been paid out, a customer with a 
good pay record may make additional 
purchases without the formality of a 
credit investigation. Such a sales is 
known as an “add-on.” 


“Seventy-two per cent of your time 
payment sales, will make one add-on,” 
said Mr. Connable. “You can expect 
two add-ons from 60% of your orig- 
inal sales; three add-ons from 50%; 
and on some of your original budget 
sales you will get as many as 15 
add-ons. The average add-on sale is 
$32. The average service station will 
turn in from $500 to $700 of budget 
sales per month.” 

Budget Managing—He advised that 
one man be assigned to supervise the 
budget business when the volume does 
not exceed 500 accounts. When the 
total reaches 700 accounts there should 
be another person added. A man just 
for collection follow-up should be 
added when there are 1,000 to 1,200 
accounts, suggested Mr. Connable. 

The 10% financing charge should 
be split by the jobber, Mr. Connable 
advised. Half should be retained per- 
manently, while the other half should 
be set up as a reserve on dealers’ 
paper. At the end of the year after 
the bad paper has been charged against 
the dealer’s account, he gets the bal- 
ance in his reserve. The average re- 
fund will be 3%. 

Delinquent accounts will average 
15% in the period from October to 
May. In the summer they drop down 
to 10%. 

“If you want to keep your de- 
linquency down to around 5%, you 
can do it by tightening up on your 
risks,” Mr. Connable observed, “but 
you will lessen the amount of paper 
you buy, and thereby defeat the pur- 
pose of your financing company.” 

Bank Financing—A jobber can get 
money from his bank to start in the 
financing business. The bank will loan 
on installment paper. “The first year 
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you will need dollar for dollar for 
all of the dealer paper you buy,” Mr. 
Connable explained. “The second year 
you will need only about 75¢ for 
each dollar, and the third year you 
can carry the paper for 60¢ on the 
dollar.” About 65% of budget sales 
are tires and batteries. 

“About 20% of your dealers can’t 
be sold on the budget plan. They will 
be the poorest of your outlets, and 
might as well be weeded out,” said 
Mr. Connable, “because they are a 
drain on your profits.” 

But he warned his fellow jobbers: 
“You will get the shock of your life 
when you find out how many of your 
dealers don’t even know how to sell. 
All they know is how to dump ‘gas’ 
into a car. The average service sta- 
tion operator is the poorest salesman 
in the world. All most of them know 
how to say is ‘Shall I fill’er up—how 
about your oil?’ It takes salesmanship 
to sell on time, and even where you 
are not able to get some of your 
dealers to sell on your budget plan, 
your effort will not be wasted because 
you will at least have improved their 
salesmanship.” 

Posing the question: What does the 
oil jobber get out of a TBA financing 
plan besides the 10% carrying 
charge?, Mr. Connable gave these 
answers: 

“You sell the dealer all of the 
TBA merchandise he resells on time, 
as you don’t finance anything else. 
You make your profit on that, and 
in addition you have a happier dealer 
who makes more money, becomes a 
better housekeeper, has cleaner rest- 
rooms, and shows an increase in 
sales of petroleum products, as well 
as an increase in cash sales generally.” 

Mr. Connable is now serving as 
chairman, TBA committee, National 
Oil Jobbers Council. 


New Long-Reach Plug 


Set for Chrysler V-8 


A new type of spark plug will be 
used in the 1954 Chrysler V-8 engines. 
The plugs have threads that extend “4” 
along the base of the plug and thus 
extend more deeply into the block than 
the normal plug. In making the an- 
nouncement, Robert Campbell, of the 
Electric Auto-Lite Co., emphasized 
that the long-reach plugs would be 
used only in the new 235-hp Chrysler 
engines as they are not suitable for the 
earlier 180-horsepower models. 
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TIRES — BATTERIES — ACCESSORIES 





Gain in Battery Sales Forecast 


About 25,300,000 replacement 
storage batteries will be sold in 
1954. 


This figure is 10% higher 
than the 23,000,000 predicted a 
year ago for 1953, although the 
total may fall short by year end. 


Average battery life is steadily 
lengthening as a result of manufac- 
turing advances. 

These predictions were made to the 
Assn. of American Battery Manufac- 

——— turers convention 

. aig in Chicago, Nov. 

17, by J. M. 

Brisebois, mana- 

ger market re- 

search, U.S. 

Rubber Co., New 

York. Included in 

his forecast for 

1954 are batteries 

for marine and 

other miscellane- 

J. M. Brisebois ous uses, which 

are expected to account for 750,000 
out of the 25,300,000 total. 

Original equipment batteries should 
add 6,600,000 to the total needed for 
replacement, for an over-all automo- 
tive battery output of 31,900,000. 
New vehicle production next year is 
forecast at 5,200,000 passenger cars; 
1,000,000 trucks; and 400,000 trac- 
tors. 

The increase in the replacement 
battery market for 1954 is due to the 
heavy sales of new cars and trucks 
in 1952, said Mr. Brisebois. On the 
average, the car sold today becomes 
a battery prospect two years hence. 

More Miles Per Car—The average 
battery life of 24 months, calculated 
by Mr. Brisebois, compares with a 
figure of 23.6 months which resulted 
from similar calculations last year. 
There appears to be a continuing 
trend toward longer battery life, al- 
though car owners partly counteract 
this trend by driving more miles per 
year. 

In this connection, Mr. Brisebois 
pointed out that battery demand would 
hold up well even if slower industrial 
activity should reduce hours of em- 
ployment. He noted that any increase 
in leisure time can be counted on to 
increase the amount of driving done 
by the average car owner. 

The convention also heard a report 
that a wall chart covering servicing, 
testing and charging of 12-volt bat- 
teries will be ready for distribution 
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in a few weeks. Chairman of the 
committee preparing the chart is John 
K. Howe, TBA manager, Skelly Oil 
Co. 


A suppliers’ committee urged the 
battery industry to seek ways of ob- 
taining a greater rate of return of 


scrap lead. Although the present re- 
covery of scrap lead is about 45% 
of new lead production, the rate 
could be boosted to 60%. Any in- 
crease in scrap recovery lessens de- 
pendence on foreign lead, which now 
supplies close to half the U. S. de- 
mand, the committee said. 

A permanent committee has been 
established for standardization of bat- 
tery containers and separators. Steady 
progress has been made in this field. 


Making Battery Clean-Up Pay 


Cleaning and repainting the 
battery and carrier as part of a 
lubrication job—for an appro- 
priate charge—would keep many 
batteries off the scrap heap. 


This conclusion was one of 
several reported to the Assn. of 
Battery Manufacturers conven- 
tion in Chicago, Nov. 16-18, by 
Kenneth Dawkins, general man- 
ager of Franklin Transformer 


Co., Minneapolis. 


He urged a battery clean-up op- 
eration every 90 days. It should in- 
clude taking out the battery, cleaning 
and repainting the battery carrier. 
Customers will not object to a charge 
for the service, said Mr. Dawkins, 
because the reason is easily explained, 
and because they can see what has 
been done. A clean battery carrier 
should be considered as necessary as 
a clean oil filter, he said. 


At present dealers are always ad- 
vised to condemn batteries when hy- 
drometer or voltmeter tests show un- 
equal cell readings. They are told to 
accept the un- 
equal cell read- 
ings as evidence 
that the battery is 
approaching the 
end of its useful 
life, and that fail- 
ure is not far 
away. 

This is not nec- 
essarily the case, 
said Mr. Daw- . 
kins. Many times, K. Dawkins 
he said, one or more cells may be 
run down because current is leaking 
through dirt on the battery and the 
battery carrier. 

Too many good batteries are pre- 
maturely junked, asserted Mr. Daw- 
kins. Tests revealed a range of small 
current leaks from zero up to 800 
milliamps, with an average rate of 
current flow of 100-150 milliamps. 
Because the loss is continuous the 


end result is a low cell or cells. 

This information is based on the 
findings of a survey of 1,500 defective 
batteries found in checking 4,600 cars 
coming into service stations. 

Ground Strap Leaks—Most current 
leakage appears to escape from the 
terminals of the cell to which the 
ground strap is attached. Leakage 
seldom is present while the battery 
and the carrier are clean. It sets in 
after they are allowed to become dirty. 

On the 1,500 defective batteries 
checked in the survey, low cells were 
found to be located as follows: 

-—867 ground connected cells were 
low. 

—483 center cells were low. 

—185 “high” or starter connected 
cells were low. 

The high proportion of rundown 
cells at the ground connected end of 
the battery bears out other evidence 
pointing to leaks to the ground as the 
cause of many low cells readings, said 
Mr. Dawkins. Where a low cell is 
found he suggested that it would be 
better to equalize the cells by charg- 
ing, put the battery back into service 
for a short period, and then test it 
again. Such a procedure, he felt, 
would save many batteries which are 
now scrapped. 


Manufacturer's Release 
Battery Service Guide 


A revised, third edition storage bat- 
tery service manual has been issued 
by the Association of American Bat- 
tery Manufacturers. The guide covers 
battery construction, how a battery 
works, how to maintain battery stock, 
how to install and service automotive 
batteries, and how to make certain 
battery repairs. Also covered are car 
generator systems and definitions of 
electrical terms. The 44-page Storage 
Battery Technical Service Manual can 
be obtained for 30¢ by writing the 
association at 2706 First National 
Tower, Akron, Ohio. 
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Adding Up Lost Profits Can Push TBA 


By 
Frank C. Sturtevant 


A 


From now on most discussions of 
sales strategy in oil marketing are go- 
ing to be related to the so-called over- 
supply situation in gasoline. Ever 
since the war we have been told that 
the total amount of gasoline in inven- 
tory would have to expand to keep step 
with the considerable increase in eon- 
sumption. 

Now we learn we have too much. 

The only thing the TBA man can do 
about it is to study how best this 
reversal on the gasoline front can be 
used as a spur to TBA sales. If more 
private brand operators cut prices; if 
more new stations continue to appear; 
if the growth in motor vehicles levels 
off a little; then dealers may turn more 
to TBA as a ready source of extra 
profit. 

TBA is a ready source of profit, as 
TBA men have been preaching right 
along. It is ready in the sense that no 
dealer has to hunt for the business. The 
customers who need his TBA mer- 
chandise are in and out of his station 
every week. 

This aspect of TBA merchandising 
has been pointed out to the dealer over 
and over again. In a variety of alluring 
ways he has been made acquainted 
with the size of the market; with his 
wonderful advantage of constant con- 
tact with it; with the simplicity of 
pointing out the need of a TBA re- 
placement as the easy road to a sale. 

There is no lack of expert mer- 
chandising counsel for the dealer who 
wants to make some money. All that is 
needed is a receptive attitude on the 
part of the dealer. There is reason to 
hope that a new dealer outlook is 
about to put in an appearance. 

Scare Approach Over-Worked—The 
threat of hard times has been over- 
done, chiefly because unfolding events 
in the recent past did not turn out so 
bad after all. But a quick review of 
facts known to all oil men will con- 
vince anyone that the slow march of 
added capacity must inevitably make 
more gasoline available than the mo- 
toring public is willing to buy—at 
present prices. 

Dealers may not see the gradual ad- 
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ditions to our refineries, nor the slow 
upbuilding of primary storage. Even 
though they can see a lot of new serv- 
ice stations, they mean little to the 
individual dealer as evidence of a 
broad economic trend. 

Watch for TBA Needs—There must 
be a specific appeal for the individual 
dealer in every TBA sales campaign, 
even though it is necessarily fashioned 
for dealers as a group. It becomes a 
problem of how to predict tough times 
for the average dealer, using argu- 
ments he can grasp and appreciate. 

Perhaps, if trading stamps, premi- 
ums and other giveaways seem to be 
on the increase, you can suggest that 
watching for the customers’ TBA 
needs helps to build gallonage, too. 
And that some honest effort expended 
on TBA sales doesn’t cut into profits 
ike premiums do. Instead that kind of 
effort adds to profits. 

Lost Profits Approach—Or maybe 
you want to hunt for a new twist. If 
you are interested, there is a good idea 
contained in an article which appeared 
a few weeks back in Printers’ Ink (is- 
sue of Oct. 23). The author suggests 
that it doesn’t do much good to talk 
profit opportunities to a businessman 
—your dealer in this case. He doesn’t 
have to take any immediate action. He 
can think it over, consider your pro- 
gram as long as he wants to, and it 
doesn’t cost him any money. 

But if you can also calculate for him 
how much he is losing by not buying 
your proposition, he will be more con- 
cerned about the need for a prompt de- 
cision. 

The idea isn’t original, but it is un- 
common in the oil business. There has 
been a lot of hammering on the “posi- 
tive approach” and it is traditional that 
there is nothing so fundamental as an 
appeal to the profit motive. These twin 
beliefs have led to a barrage of what 
might be called cash register appeals 
sprinkled all through the sales argu- 
ments directed to dealers. In fact it’s 
a good old standby in every industry 
that sells through dealers. 


Service station operators’ response 
to the glowing stories of big profits is 
too often negative, apathetic or luke- 
warm. Maybe a switch would be a 
good idea. Instead of telling them how 
much more they can realize out of a 
vigorous pitch for TBA business next 
year, why not add up how much they 
lost by not bidding for the business 
last year, or the last five years? 
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How Much He Lost—Every 100 
gal. of gasoline a dealer sold last year 
was burned as somebody put 1,500 
miles of wear on car. If he was the 
average station operator he lost some- 
thing like one half of the dollars his 
gasoline customers laid out for TBA 
replacements. 

There are a dozen ways this story 
can be told. It can be calculated for 
over-all lost business, or for lost busi- 
ness On specific items in the TBA line. 
The loss can be calculated in gross 
volume dollars to make it look big. It 
can be figured in net profit dollars to 
make it hit home. 

No matter how it is presented, the 
argument is always sound. It goes right 
back to the original statement that, for 
the dealer, the TBA business is always 
a ready source of profit. It is ready be- 
cause he knows who the customers are, 
what they need, and when they need it, 
whether it’s a spark plug or a tail light. 
He loses money every time he permits 
a TBA need to pass him by. 


... in brief 


New Muffler 


Hollywood Deep Tone Mfg. Co. has 
put on the market a new muffler that 
uses a Fiberglas packing around a 
straight pipe instead of baffles. The 
noise-suppressing qualities of the 
Fiberglas is said to reduce the noise 
usually produced by mufflers with a 
“straight-through” design. According 
to Deep Tone, the straight-through de- 
sign eliminates back pressure, which is 
created in mufflers with noise-reducing 
baffles. 


Outboard Spark Plug 


Champion Spark Plug Co. is mar- 
keting an improved outboard racing 
spark plug designed to withstand high 
heats of full-throttle and avoid fouling 
tendencies when speed is cut for turns. 
The R-2-S has an aluminum oxide in- 
sulator with five-rib design providing 
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greater dielectric area to minimize 
flashover, the company says. It also 
has a longer insulator nose at the firing 
end to offer a wider fouling path, and 
a new terminal stud to receive either 
spade or regular cable terminals. 


Tide Water Sales Contest 


Tide Water Associated Oil Co. cur- 
rently is sponsoring a contest to boost 
sales of its premium Federal Safti-Ride 
tires and Safti-Seal tubes. More than 
150 members of the company’s auto- 


motive products sales department in 
the East are competing for $2,000 
worth of prizes, says the company. 


Profit Calculator 


To help its dealers figure how much 
sideline business should be done for 
a given gasoline gallonage, Gulf has 
designed a quick calculator in the 
form of a disk type slide rule. A 
dealer can set the dial at the figure 
representing gallonage at his own sta- 
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tion. He can then read, at various 
positions on the perimeter of the disk, 
the gross gasoline profit at various 
dealer margins; and the gross profit 
which should be realized if the station 
is getting a fair share of TBA-motor 
oil and lubrication business. 

Gulf says dealers should aim for 
what it calls “full-profit” merchandis- 
ing—selling every customer everything 
he needs. The calculator enables any 
dealer to set a goal for his station. 


Dayton Rubber Honored 


Dayton Rubber Co. came in for 
special recognition at the recent con- 
vention of the American Trucking 
Assn. in Los Angeles. ATA presented 
a special plaque to Dayton’s president, 
A. L. Freedlander. Dayton was the 
first member of the rubber industry 
to support the ATA Foundation’s edu- 
cational and public relations program 
by contributing $25,000. 


Battery Booklets 


Exide has recently published two 
manuals on storage batteries. One is 
called The Storage Battery, Its Funda- 
mentals, Use and Maintenance and 
tells in non-technical language how 
a battery operates, and how to keep 
it in top condition. Previous editions 
of this manual have been used as a 
basic textbook by schools, and is suit- 
able for instruction of truck drivers, 
service men, and dealers. 

The second publication is a 36-page 
sales manual covering the Exide line. 
Construction details are illustrated, but 
the manual also deals with sales meth- 
ods, service tools, testing and charging 
equipment. Other sections deal with 
replacement data on both U.S. and 
foreign cars, light trucks and farm 
tractors; battery location charts; bat- 
tery date codes; and care of stock 
batteries. 

Copies of both publications may be 
obtained by writing to the Electric 
Storage Battery Co., Box 8109, Phila- 
delphia 1, Pa. 


Retread Sales Picture 


Twenty million tires were retreaded 
last year, according to Harry L. Kin- 
cade, manager of camelback and re- 
pair materials, U. S. Tires division, 
U. S. Rubber Co. He predicts that the 
retreading industry will continue to 
increase in volume as long as it con- 
tinues to produce quality retreads at 
a fair price to make a fair profit. 
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TRANSPORT tank of aluminum. Because of safety question . . . 


Aluminum Tank Dispute Flares 


The use of aluminum truck 
tanks for hauling flammable 
liquids is coming in for some 
serious study that may determine 
whether they will receive wider 
acceptance for oil transportation. 


What put aluminum truck tanks in 
the spotlight was a statement by West 
Coast fire marshals and fire chiefs that 
the use of aluminum tanks may be 
dangerous for hauling petroleum prod- 
ucts because of the metal’s low melt- 
ing point. 

This prompted the Central Automo- 
tive Committee of the American Petro- 
leum Institute early in November to 
call for a review of the aluminum 
specifications set up by the Interstate 
Commerce Commission. Meanwhile, 
the API group took no stand for or 
against aluminum. 

The API’s action spurred the Na- 
tional, Tank Truck Carriers, Inc., to 
begin a fight for the continued use of 
aluminum truck tanks. 

Then the Flammable Liquids Com- 
mittee of the National Fire Protection 
Assn. entered the picture Nov. 17 by 
announcing they would study the 
whole subject and make any necessary 
fire tests. 

The API group said the review 
should center on the relatively low 
melting point of aluminum. One mem- 
ber of the group said the prevailing 
opinion is that no change in standards 
should be made at present, because 
there is “no evidence” that aluminum’s 
low melting point has proved danger- 
ous in the past. 

The truck association, in endorsing 
aluminum tanks, presented data to 
NFPA on experience with aluminum 
tanks. NTTC made these points: 

—No objections were raised when 
in 1938 the ICC developed the present 
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aluminum specifications. Now some of 
the persons who participated are rais- 
ing objections. This change of view 
must be presumed to have resulted 
from poor experience with aluminum. 
Yet NTTC has been unable to find 
records to bear that out. 

—A study of 5,000 accidents over 
a 10-year period fails to uncover any 
indication that aluminum has con- 
tributed to a greater fire than would 
have resulted with any other tank. 

—Fire experience of several major 
oil companies backs up this report. 

—No adverse report on aluminum 
tank truck accidents was revealed in 
a search of NFPA records. 


—The experience of the Air Force 
with about 2,500 aluminum tank vehi- 
cles indicates no poor reports. 

At least one truck trailer manufac- 
turer is currently showing increased 
interest in the possibilities of a wider 
use of aluminum tanks. The company 
has already turned out a limited num- 
ber of aluminum transport tanks. 


Properties of Aluminum—Fire rec- 
ords and tests show that aluminum 
will melt in a gasoline fire, but it will 


. not melt if it is in contact with liquid. 


Thus, the aluminum above the level of 
the liquid would melt, leaving an open 
container not susceptible to explosion. 

And aluminum, NTTC says, being 
more malleable than steel, will deform 
to a greater extent without rupture or 
failure. 

Aluminum is non-sparking. NTTC 
says in this respect steel introduces a 
hazard not present with aluminum. 

The metal also is lighter, permitting 
greater payloads. 

The truckers asked that the NFPA 
committee reaffirm the present code 
and contact fire departments not now 
recognizing the code, with a view to- 
ward urging its adoption. 


PERSONALS 


L. F. Smith, first employe of Erie 
Meter Systems, Inc., Erie, Pa., as- 
sumes a new position of executive vice 
president. His new job will widen his 
responsibility to include field contacts 
in addition to internal plant opera- 
tions. Mr. Smith joined the brothers 
N. A. and L. O. Carlson shortly after 
they launched their gasoline equip- 
ment business in 1925. He has served 
28 years with the company. His pre- 
vious job was vice president and gen- 
eral manager. 

N. A. Carlson, Jr., with 14 years 
service with the company, becomes 
vice president. He has served as secre- 
tary for the past five years and will 
continue in this capacity. 

W. B. Johnson, Jr., is now vice 
president in charge of sales. He has 
spent 16 years with Erie Meter and 
five additional years with an affiliate 
company. He became manager of sales 
in 1941. Mr. Johnson is chairman of 
the Manufacturer’s Liaison Commit- 
tee of the National Assn. of Oil 
Equipment Jobbers. 





William P. Ha- 
endel, formerly in 
charge of oil and 
special meter 
sales, is the new 
district sales man- 
ager in Chicago 
for Neptune Me- 
ter Co. He suc- 
ceeds H. B. 

“4 Brown, who re- 

vies signed the Chica- 

W. P. Haendel go position due to 

illness, but remains on the Neptune 
staff. 

Mr. Haendel has been in the meter 
field for more than 30 years. His Chi- 
cago district covers Illinois, Minne- 
sota, Wisconsin, North and South Da- 
kota, Michigan, and northern Indiana. 

U. R. Gress is now assistant sales 
manager of trailer axles for Timken- 
Detroit Axle Division, Rockwell Spring 
and Axle Co. He has an office at the 
division’s Kenton, Ohio, plant. 


Robert R. Sheffer was recently ap- 
pointed regional sales manager for 
Ohio, West Virginia, Michigan, west- 
ern Pennsylvania and western New 
York by the Galion Allsteel Body Co. 
He was previously associated with the 
Marion Metal Products Co. and Her- 
cules Steel Products Co. 
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John E. Powers was named a vice 
president of the General Tire & Rub- 
ber Co. recently. Mr. Powers has been 
serving as general sales manager of 
plastics and special products. A grad- 
uate of Harvard University, he first 
joined General in 1934 as sales repre- 
sentative, moved up to New York 
branch manager, and was transferred 
to Akron headquarters in 1944 where 
he managed automobile tire sales and 
trade sales. 

Howard M. Dodge, head of the 
company’s mechanical goods division, 
was also named vice president. Mr. 
Dodge, a graduate of the University 
of Akron, is a veteran in engineering 
and production with the firm. In 1936 
he started General's first mechanical 
goods division and has continued to 
head that operation which now covers 
three plants. 


The following industry men were 
elected to the board of directors at the 
15th annual forum of the Packaging 
Institute this fall. 

A. Douglas Murphy, co-ordinator of 
packaging at Esso Standard Oil Co., 
was elected to a three-year term, and 
Roger V. Wilson, manager of customer 
service for Continental Can Co. was re- 
elected to a second three-year term. 


R. Chester Reed, supervisor of pack- 
ages and shipping for The Texas Co., 
was named vice president of the Insti- 
tute by the board. 


New officers of the Porcelain Enam- 
el Institute elected at its 22nd annual 
meeting at the Greenbrier, White Sul- 
phur Springs early this month are: 

W. A. Barrows, Barrows Porcelain 
Enamel Co., president. 

W. N. Noble of Ferro Corp.; J. E. 
Bourland of Texlite, Inc.; E. O. Brady 
of Briggs Mfg. Co.; R. C. Myers of 
U. S. Steel Corp.; H. Patton of In- 
gram-Richardson Mfg. Co.; and R. N. 
Smith of Temco, Inc., vice presidents. 

Edward Mackasek, managing di- 
rector; John C. Oliver, secretary. 

R. A. Dadisman of Armco Steel 
Corp., the Institute’s former president, 
remains on the executive committee. 


W. J. Joyce, Jr. is manager of mar- 
ket research for the Timken-Detroit 
Axle division of the Rockwell Spring 
& Axle Co. Mr. Joyce was graduated 
from Cornell University and was with 
the engineering staffs of Inland Mfg. 
division of General Motors and Ray- 
bestos-Manhattan. Prior to joining 
Timken, he was sales manager of the 
clutch department of Dana Corp. of 
Toledo. 


T. E. Alwyn, 

vice president of 

American Can 

Co., formerly in 

charge of sales, is 

now in the exec- 

utive department 

working on over- 

all administration 

of the company. 

D. B. Craver, 

general manager 

of sales, has been 

elected vice president of sales. Both 

men will be located in the New York 
office. 

Mr. Alwyn joined the firm in 1924 
as a sales trainee, became district man- 
ager in Philadelphia and New York, 
moved on to head the Atlantic Divi- 
sion sales in 1947, was named general 
manager of sales in 1950 and elected 
a vice president in 1951. 

Mr. Craver joined American Can 
25 years ago in Baltimore and also be- 
came sales manager in Philadelphia. 
He managed New Jersey and Chicago 
divisions, then became manager of the 
central division, was named general 
manager and moved to New York last 
year. 
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New officers of the Packaging Ma- 
chinery Manufacturers Institute, elect- 
ed at its annual meeting at Skytop, 
Pa., are: 

President, Robert T. Foreman, R. A. 
Jones & Co., Inc., Cincinnati. 

Vice president, Mrs. Helen Horix 
Fairbanks, Horix Manufacturing Co., 
Pittsburgh. 

Vice president, Tom Miller, Pack- 
age Machinery Co., East Long- 
meadow, Mass. 

Three new directors are: Horace C. 
Baker, Hudson-Sharp Machine Co., 
Green Bay, Wis.; W. B. Bronander, 
Jr., Scandia Manufacturing Co., North 
Arlington, N. J., and Mills W. Wag- 
goner, Better Packages, Inc., Shelton, 
Conn. 

a 


James Schwarz, Leebaw Manufac- 
turing Co.’s newly appointed sales 
manager, will direct the establishment 
of a national sales organization in ad- 
dition to supervising customer service 
relations. He was formerly with the 
Y & Y Distributing Co. as vice presi- 
dent and sales manager. 


Col. Willard F. Rockwell has re- 
signed as assistant to Secretary of De- 
fense Charles E. Wilson and returned 
to Rockwell Mfg. Co. as chairman of 
the board. He has been with the De- 
fense Department since last spring. 
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Sherman T. Ramey is new advertis- 
ing manager at the Timken-Detroit 
Axle Co. in charge of promotion of 
both the axle and the silent automatic 
divisions. Formerly advertising and 
sales promotion manager with High- 
way Trailer Co., Mr. Ramey has been 
active also in promotion for the Mur- 
ray Corp. of America, the Bakers of 
America, and the American Hospital 
Supply Corp. 


Robert B. Cox, Detroit sales man- 
ager for Amco Corp., Chicago, is now 
Detroit division manager. 

Herbert C. Roer, Cleveland sales 
manager for Amco, is now Cleveland 
division manager. 

Hayden Williams, formerly vice 
president in charge of Amco’s Detroit 
and Cleveland divisions, is now vice 
president in charge of sales promotion. 


John T. Nesser is general manager, 
and Rufus Vernon is office manager 
of a new Beardstown, IIl., plant near- 
ing completion for the Delta Tank 
Mfg. Co., subsidiary of General Gas 
Corp. The plant will have an annual 
production capacity of 25,000 LP-gas 
storage tanks. John T. Hansen is plant 
superintendent. 


Jack Jolly has been promoted to as- 
sistant to the president of Freightliner 
Corp., Portland, Ore., truck manufac- 
turer. Ed Bartlow has been selected 
manager of Portland branch opera- 
tions in parts and service. Verne 
Powels was named assistant Portland 
branch manager. 


H. W. Bierman, formerly at the 
home office of Edward Valves, Inc., 
East Chicago, Ind., is moving to 
Tulsa. He takes up the duties of sales 
engineer. 

* 


Darwin S. Weist, of St. Paul Hy- 
draulic Hoist, Minneapolis, has been 
appointed chief engineer. He has been 
assistant chief engineer for the past 
three years, has been with the com- 
pany since 1948. 


Dr. F. Otto Haas is the new execu- 
tive vice president of the Rohm & 
Haas Co., Philadelphia. Dr. Haas has 
been a director of the company since 
1948 and was named vice president 
and member of the executive com- 
mittee in 1951. 
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Fleet Maintenance Courses 


A college training program in fleet 
maintenance management will start in 
January, 1954, in a number of col- 
leges throughout the country. The 
program will be directed by the Na- 
tional Advisory Committee for Motor 
Fleet Supervisor Training according 
to an announcement by Prof. Amos E. 
Neyhart, national secretary of the 
group, and J. N. Bauman, vice presi- 
dent of White Motor Co. The new 
training program was made possible 
through a grant of funds by White 
Motor. It will carry to the nation a 
new and comprehensive Motor Fleet 
Maintenance Course patterned after 
the program at Pennsylvania State 
College since 1946. 


Truck Cost Record Book 


The 32nd edition of Autocar’s cost 
record book is available. Use of the 
book provides a simple and accurate 
system for keeping a record of operat- 
ing costs for each vehicle in a fleet. It 
eliminates guess-work from operating 
and maintenance expenses if an oper- 
ator keeps one book on each of the 
vehicles in his fleet. Space is provided 
for a truck’s daily record of miles 
traveled, of trips, units carried, unit 
miles, driver’s and helper’s wages, the 
quantity and cost of gasoline, oil and 
grease used, the cost of garage labor, 
repair parts, tires and tire repairs, 
garage supplies, depreciation, interest, 
housing insurance, taxes, painting and 
washing. The Autocar Division of 
White Motor Co. 


Odorless Paint Thinner 


A new, odorless paint thinner has 
been developed by research scientists 
of Standard Oil Co. of California. It 
is expected to return certain oil and 
synthetic resin-base paints to their for- 
mer positions of leadership in the 
paint market. The new product is now 
being made available to Pacific Coast 
paint manufacturers. 


Clark Revamps Dealer Setup 


Clark Equipment Co. has revamped 
its dealer organization in the south to 
handle its newly-acquired Ross fork 
truck lines. Dealers affected are Indus- 
trial Truck Sales and Service Co., 
Greensboro, N.C.; Lukas Equipment 
Co., Columbia, S.C.; H-H Equipment 
Co., Birmingham, Ala.; Dempster 
Brothers, Inc., Knoxville, Tenn.; Whit- 
more Industrial Trucks, Tampa; and 
Equip Co. Inc., Miami. Under the new 
plan Clark dealers will add Ross prod- 
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ucts to their regular sales and service 
activities. 


Reo Opens Offices 


Reo Truck Leasing, Inc., subsidiary 
of Reo Motors, Inc., Lansing, Mich., 
has opened regional offices in Cleve- 
land, Ohio; Lansing; Milwaukee, Wis.; 
New York City; Pittsburgh, Pa.; St. 
Louis, Mo.; Albany, N. Y.; and To- 
ronto, Ont. In the near future, offices 
are expected to be opened in Atlanta, 
Ga.; Denver, Col.; Indianapolis, and 
Montreal, Quebec. These are in addi- 
tion to the 11 regional branches estab- 
lished when the company was formed 
early this year. The company offers a 
leasing service to users of commercial 
vehicles. 


Vernon Makes New Valve 


The Vernon Tool Co., Ltd., Alham- 
bra, Calif.. and D. H. Greenwood 
have completed a contract whereby 
Vernon Tool Co. becomes the exclu- 
sive licensee for the manufacture and 
sale of Greenwood valves. John Walk- 
er, valve sales engineer, is being moved 
to the Houston, Texas, office of Ver- 
non to help introduce the new valve 
line in the Mid-Continent and Gulf 
Coast areas. 


Barksdale Moves 


The assembly plant and the general 
offices of Barksdale Valves have been 
moved to larger facilities at the corner 
of Fruitland and Alcoa, Los Angeles. 


R-S Merges with Smith 


The S. Morgan Smith Co., York, 
Pa., has merged its wholly owned sub- 
sidiary, R-S Product Corp., Philadel- 
phia. The Smith company will con- 
tinue operations under its own name 
and has moved all sales, engineering 
and administrative functions to York, 
combining these operations with its 
present valve division. The R-S line of 
valves will still be manufactured at 
the Philadelphia plant. Carl J. Wilcox 
is sales manager for the newly con- 
solidated valve division. 


Grinnell Sells Pyrene Systems 


The Grinnell Co., Inc., Providence, 
R. L., is selling and installing air foam 
fire extinguishing systems of Pyrene 
Manufacturing Co. on a nationwide 
basis. The non-exclusive arrangement 
with Grinnell does not alter the sale 
of Pyrene equipment through its own 
offices and jobbers. 


Tank Company Moves 


Gussett Boiler & Welding, Inc., 
Canton, Ohio, is moving to a new and 
larger plant at 1545 Whipple Road 
S.W. The company makes a variety of 
steel tanks. 


Tank Heater Company Formed 


Turbine Equipment Co. has formed 
the Hynes Electric Heating Division. 
It will manufacture and sell electric 
heating equipment for oil storage 
tanks, tank trucks and pipe lines. Lee 
P. Hynes, who developed the equip- 
ment, will serve as electrical and me- 
chanical consulting engineer. The 
company’s sales office is in New York 
City; its plant at Mountainside, N. J. 


Three New Lube Warehouses 


Southwest Grease & Oil Co., Inc., 
Wichita, Kan., has transferred raw 
materials and containers into three 
new warehouses located adjacent to 
previous plant property. The new fa- 
cilities increase total plant area by 
30,000 sq. ft. and will enable the com- 
pany to accumulate containers pre- 
viously stored in inconvenient loca- 
tions throughout Wichita. 


EQUIPMENT 


Oil Packaging Group 


Okays Drum Standards 


NEW YORK — The Petroleum 
Packaging Committee of the Packag- 
ing Institute has approved standards 
on several sizes of grease and oil drums 
for recommendation to the American 
Petroleum Institute-National Lubricat- 
ing Grease Institute Joint Container 
Committee. The action was taken at a 
meeting here Nov. 16. 

Recommendations cover 55-gal. and 
400-lb. grease drums, a 120-Ib. uni- 
versal grease drum, 16-gal. oil drum 
and five-gal. tight head and lug cover 
oil drums. 

“These recommendations are not 
binding on any company or manufac- 
turer,” said A. D. Murphy of Esso 
Standard, committee chairman, “but 


we urge their adoption to eliminate dif- 


ferences in sizes of containers.” 

Conversions can be made immedi- 
ately and will not be expensive, he 
added. 

A demonstration was given the com- 
mittee of the approved 120-Ib. univer- 
sal grease drum with standard and 
available lubricating equipment. 

Next quarterly meeting will be held 
Feb. 23-24, 1954, in Houston. 
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P@@)Nke : ; « interpreting the oil news 


Midwest 


By Leonard Castle 


NOJC Surveying Costs — Many 
Midwest jobbers will be called upon 
within the next two months to partici- 
pate in a nationwide survey of jobber 
Operating costs being conducted by 
the National Oil Jobbers Council. 

At least 10 leading jobbers from 
each member state will be asked to 
submit an operating statement to 
NOJC’s Uniform Accounting Com- 
mittee headed by Myles Hall of 
Duluth, Minn., president of the North- 
west Petroleum Assn. 

The first questionnaires will be 
mailed to jobbers shortly after Jan. 1. 
To keep the statistical material up to 
date, the committee plans to send out 
other questionnaires at periodic inter- 
vals in the future. In the subsequent 
surveys, additional jobbers will be 
asked to participate so NOJC will have 
a larger cross-section of jobber operat- 
ing costs. 

Statistical information assembled 
will be invaluable to NOJC’s Washing- 
ton office, particularly in discussions 
relating to jobber margins, according 
to Mr. Hall. 

Jobbers participating in the survey 
will be asked to break down their oper- 
ating costs into four categories—de- 
livery expense, bulk plant expense, 
sales expense and administrative ex- 
pense. These four main sections fur- 
ther will be broken down according 
to three product divisions—gasoline, 
fuel oil, and motor oils and TBA. 

Item-by-item operating costs will be 
sought under each of the four main 
headings. For example, under bulk 
plant expense, participating jobbers 
will be asked to itemize these expenses: 

Wages and salary, payroll tax, plant 
maintenance and repair, plant depreci- 
ation, insurance (general liability, 
workmen’s compensation, life and hos- 
pital, and fire), rent, stock loss, and 
power, light and heat. 

The committee expects to have re- 
turns from the first survey analyzed 
and correlated for presentation to the 
spring meeting of NOJC in April. 
Chance for ion — In 
most metropolitan areas of the Mid- 
west, many supplying companies have 
a dual operation. They distribute 
through jobbers and at the same time 
operate their own direct outlets. This 


situation was the subject of some in- 
teresting remarks recently by Roy J. 
Thompson of Chicago, chairman of 
NOIC. 

Where the dual operation is prac- 
ticed, he said, jobbers should not feel 
they are in competition with their sup- 
plier. On the contrary, dual operation 
affords an opportunity for closer co- 
operation resulting in mutual savings 
for both jobber and supplier. 

Transport and delivery trucks could 
be utilized in double shift arrange- 
ments to effect a savings in delivery 
costs and in capital investment, Mr. 
Thompson said. 

Other possibilities suggested were: 

Elimination of duplicate bulk plants 
could be studied with an eye toward 
both jobber and supplier delivering 
from the same storage facility. 

Exchange use of bulk plants could 
be utilized to eliminate “a great deal 
of the deadhead haul that greatly in- 
creases our delivery costs.” 

“There are other and perhaps more 
important items in dual operation that 
could be practiced, such as the elimina- 
tion of competition between two peo- 
ple who are trying to sell the same 
product,” Mr. Thompson concluded. 


Atlantic Coast 


By 
Raymond E. Bjorkback 


New Terminal Significant — The 
formal opening of a 180,000-bbl. oil 
terminal on the St. Lawrence River at 
Massena, N. Y., on Dec. 1 was some- 
thing of an occasion in the Empire 
State’s “north country.” To the indus- 
try there, notably the Independents, 
the terminal represented “the deal of 
the century.” 

With new terminal, an Independent 
is providing for storage and delivery 
of No. 2 fuel oil for the Aluminum Co. 
of America’s big smelting and fabricat- 
ing plant, three miles away. In addi- 
tion, the operator, Massena Oil Ter- 
minal, Inc., is providing a source of 
supply of No. 2 and kerosine for re- 
sellers of the area. 

There are now three terminals, oper- 
ated by Independents, instead of two, 
along the stretch of New York State’s 
northern border between Rochester on 
Lake Ontario and a point below Platts- 
burgh on Lake Champlain. 

An Independent, the Metropolitan 
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Petroleum Corp., New York, is sup- 
plier to both Massena Oil Terminal 
and Alcoa. And the products are being 
hauled from New York Harbor with 
the barges and tugs of a third Inde- 
pendent organization, the Valentine 
Transportation Corp., New York. 

To Massena itself, the new oil plant 
on a 20-acre site wasn’t important 
simply because it was the first it ever 
boasted. It signified five more—the 
first tangible piece of evidence that a 
St. Lawrence Seaway finally is coming 
into being. 

That was why Massena’s mayor and 
other city officials took part in ribbon- 
cutting ceremonies marking the load- 
ing of the first truck for Alcoa— 
ceremonies planned by Massena Oil 
Terminal’s principles, Mortimer Cope- 
land, president, and Bert J. Copeland, 
vice president. 

The new terminal, still needing a 
few finishing touches, is an outgrowth 
of a Sun Oil distributorship (Copeland 
Oil Co.) and a terminal operation 
(Copeland Terminals, Inc.), which Bert 
Copeland has built up at Plattsburgh 
since 1939. 

Throughput arrangements with some 
major companies are one phase of the 
Plattsburgh operations. 

Already, majors have shown some 

interest in having similar arrangements 
at Massena. 
Three-Year Leases—Atlantic Refin- 
ing is pleased with the results of its first 
six months of granting longer leases to 
outstanding service station operators. 
Its field men say they’re finding that 
both driveway service and housekeep- 
ing are improved; the policy is lifting 
morale: 

“It’s not all due to the three-year 
lease, of course, but that’s definitely 
helping,” says one regional official. 
“This isn’t just in our imagination, 
either. We know. 

“I’m sure we've got a tool which, if 
properly handled, is going to continue 
bringing good results.” 

One of the requirements—on which 
Atlantic is standing fast—is that a 
dealer must have flown its flag at least 
two years. Some newer dealers are 
showing a little impatience with this 
one, asking: 

“Why can’t you waive the period of 
time and let me sign up?” 

Some Indifference—On the other 
hand, some fully qualified dealers don’t 
seem to care whether they have the 
longer lease or not. They'll remark 
that they’ve been “with” the company 
for such-and-such a period, and ob- 
serve “we've been getting along all 
right, haven't we, the way we are?” 

Accordingly, Atlantic hasn’t written 
as many three-year leases as its top 
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REGIONS 


marketing men expected it would have 
by this time. The number to date is 
just a little over 140. 

More Natural Gas—Oil heat oper- 
ators in the metropolitan New York- 
New Jersey-Philadelphia areas, already 
being given a bad time by natural gas, 
are going to have an even worse time 
of it if the Federal Power Commission 
approves a new plan laid before it by 
Transcontinental Gas Pipe Line Corp. 

The plan calls for increased gas de- 
liveries to the aforenamed areas by ex- 
panding Transcontinental’s capacity 
for transporting gas from Texas and 
Louisiana, and using underground 
storage facilities in Pennsylvania. 

The company intends: 

—Spending $80,000,000 in looping 
its 1,840 mile pipe line for 533 miles 
with 30 and 36 in. pipe, and building 
more compressor stations. Pipe in the 
line ranges in size from 30 inches 
down to 20 inches. 

—Making an agreement with Texas 
Eastern Transmission Corp. to store 
gas in Texas Eastern’s Oakform Reser- 
voir near Pittsburgh, and draw on this 
storage as needed for winter delivery 
to customers through an interconnec- 
tion with Texas Eastern at Linden, 
N. J. 

Increase Capacity 47% —By these 
two steps, Transcontinental would, it 
says, increase its peak system capacity 
by more than 47%—from about 555,- 
000,000 to roughly 820 million cu. ft. 
of gas per day. 

Beginning next fall, its winter de- 
liveries would be boosted by about 
135,000,000 cu. ft. per day from stor- 
age, while 130,000,000 cu. ft. more 
could be delivered by the enlarged pipe 
line on a year-round basis beginning 
in the fall of 1955. 


Pacific Coast 


By Frank Breese 


New Station Lease Plan—Rich- 
field Oil Corp., Los Angeles, has a 
very simple formula for determining 
three-year service station leases. They 
go to dealers with “proven ability to 
meet the business challenge posed by 
the independent operation of a mod- 
ern service station.” 

Richfield adopted the three-year 
lease recently, supplementing its basic 
one-year lease. 
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Service station associations, which 
have been clamoring for longer-term 
leases, have reacted favorably to Rich- 
field’s new lease. Adrian M. Ogle, first 
vice president of the National Con- 
gress of Petroleum Retailers and a suc- 
cessful Texaco operator in Berkeley, 
Calif., described the Richfield three- 
year lease as a significant move and 
expressed hope that other suppliers 
would adopt them. 

Richfield’s new leasing policy is an 
upshot of an antitrust judgment against 
the company and affirmed by the U. S. 
Supreme Court last year. The 24-hour 
cancellation clauses were invalidated. 

What Richfield Found—Here is 
Richfield’s thinking, as related by 
George R. Miller, manager of retail 
sales: 

“After considerable study of the 
operations of other companies which 
apparently were not the subject of 
government censure, it was concluded 
that each operator should be given a 
firm lease for a period of one year. 
Notwithstanding the binding effect on 
the company, no attempt was to be 
made to obligate the operator to con- 
tinue under a lease with which he may 
become dissatisfied and, accordingly, 
the operator was given the privilege 
of termination at any time by means 
of a seven-day notice. Such leases were 
signed with all operators so as to com- 
mence on Oct. 1, 1952. 


“During the past year, Richfield 
continued its study of this problem. It 
was desirous of extending the term of 
such service station leases for a greater 
period but was confronted with the 
protecting of many millions of dollars 
worth of assets and, to the extent that 
Richfield products were sold, the re- 
taining of its good will through clean, 
well-run service stations by Independ- 
ent dealers. When it became aware 
that some Eastern and Midwest sup- 
pliers were considering and actually 
offering firm three-year leases to deal- 
ers, Richfield approached this problem 
by means of a study of service station 
operations as related to the past tenure 
of the dealer. 

“In many instances, service stations 
have been leased to dealers who do 
not have sufficient experience, energy 
or business ability to successfully oper- 
ate a station. Too many people are of 
the opinion that operating a service 
station is a mere physical job suited to 
anyone who wishes to devote time to 
such an enterprise. Experienced service 
station operators and petroleum mar- 
keters well know that this is not true. 

“A service station today represents 
big business in which the dealer must 
make a relatively substantial invest- 


ment and must supervise a number of 
employes. It involves not only substan- 
tial physical effort on the part of the 
dealer, but soundness in management 
and financing.” 

What They Did—With that as the 
underlying consideration, Richfield de- 
cided it couldn’t offer three-year leases 
to anyone looking for a service station. 

“It was decided,” said Mr. Miller, 
“that, in the event a dealer had been in 
operation for two years or more and 
during this period had not neglected 
the physical service station properties 
of the company, he had proven himself 
as trustworthy and was entitled to a 
three-year lease.” 

As service station leases expire, they 
are renewed on the new basis, said Mr. 
Miller. He reported that they had been 
offered to all dealers with two years’ 
tenure who were paying satisfactory 
rent and that all but a few qualified. 

“It is felt that with the increase in 

size and investment in service sta- 
tions,” commented Mr. Miller, “per- 
sons who have ability in investment 
and management will be attracted to 
the service station business. The in- 
competent operator who thinks of that 
business as a ‘last resort,’ requiring 
little knowledge or ability, will be 
eliminated from the picture.” 
Close Decision—Mr. Miller’s com- 
ments on the “exclusive dealing” case 
which Richfield lost to the antitrust di- 
vision of the Justice Department are 
interesting. The government charged 
that Richfield’s agreements bound op- 
erators to deal exclusively with Rich- 
field and constituted restraint of com- 
petition. The government especially 
attacked the cancellation clause. 

“It was a close case,” said Mr. Mil- 
ler. “The opinion of the U. S. Supreme 
Court (which affirmed the anti-Rich- 
field verdict) stated that it was based 
upon the Standard Oil (of California) 
service station case which was a 5-4 
decision. Moreover, that Court sitting 
in the Richfield case consisted of only 
seven justices (Justice Frankfurter be~ 
ing ill and Justice Clark taking no part) 
and, of the seven, the four which con~ 
stituted the dissenting group in the 
Standard Oil case (Chief Justice Vin~ 
son and Justices Jackson, Burton and 
Douglas) stated that they were adher~ 
ing to their views in the Standard Oil 
case.” Mr. Miller said the majority 
belief in the rule expressed in the 
Standard Oil service station case 
should have been modified. 

Mr. Miller continued, “That is 
pointed out to indicate in all fairness 
that this type of operation was not an 
obvious violation of law, but one in 
which there was considerable doubt.” 
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Costly Toll Roads Pose Real Threat to Oil 


The oil industry may well view with some fear 
the coming of these new toll roads, limited access 
highways and other high cost aids to motorized 
transportation. 

It is entirely possible, if not even probable, for 
a considerable part of the cost or burden of these 
“improvements” to fall heavily on the oil industry 
in increases in gasoline and motor oil taxes, the 
diversion of gasoline patronage from the oil indus- 
try’s own privately-owned and operated service 
stations to government owned, subsidized, and 
even operated, stations along these highways. 
Along with this possible development might come 
the establishment of large mercantile “centers” on 
highway property, all owned, controlled and their 
operation largely dominated, at least, by bureau- 
crats and other beneficiaries of government money. 

This is a picture, the possibilities of which the 
oil industry can study carefully. And the industry 
also might try and get all business men and prop- 
erty holders and lovers of a free government, to 
see it clearly. 

The oil industry, of course, will not stand in 
the way of real progress for the car owners and 
citizens of the country. At the same time, it cer- 
tainly does not want to accelerate any movement 
toward socialism, no matter how much, at the 
start, that may seem to please some of its motoring 
customers and no matter how much it may seem 
to save a major oil company a big expenditure for 
fancy service stations. We say “save a major oil 
company,” because the present character of these 
roadside service stations and the split of “profits” 
or “commissions” which has to be paid the gov- 
ernment controlling the roadway, already has put 
the station out of reach of the ordinary Inde- 
pendent oil man. Only majors, so far, have taken 
on these expensive roadside beauties. 

The reason these growing government-controlled 
monopolistic stations should be viewed right now 
with great alarm is because so many businesses 
and people are beginning to make money out of 
their creation, entirely aside from the oil industry. 
This country now has an immense army of inter- 
ests promoting the development of such highways 
for their own individual and personal profit. 

The oil industry has had experience with the 
road building and road machinery contractors, and 
the politicians who in various ways profit from 
more roadways, and it has had experience with 
their efforts to get roads built whether they were 
needed or not just so long as a sufficient gasoline 
tax was collected to pay for them, and regardless 
of the effect of the size of that tax on the citizens. 

The industry also has had experience with 
political drives to scare governments into excessive 
gasoline taxes and bonds to “repair” damage by 
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floods. Also the industry, in Ohio and thereabouts, 
has had experience with a group of electric light- 
ing equipment manufacturers trying to scare the 
country into installing special lighting on all well 
traveled highways in order “to save lives at night.” 

Now develops the big business of selling bonds 
and notes by thousands of persons to finance these 
immensely big road improvements. That means 
many more people who will profit personally 
from their construction and who will be so far 
away from the roadways they help to finance as 
not to realize or understand any ill effects that 
may come from their establishment or their char- 
acter of operation. 

Just last week was announced the offering to 
investors of $135,000,000 of “State Guaranteed 
Parkway Bonds” for the New Jersey Highway 
Authority by 117 banking and investment houses 
all over the country. Many more than those sign- 
ing the advertisement will receive remuneration 
in the sale of those bonds. 

A rough and probably inaccurate estimate of 
the amount of gasoline on which even as low a 
levy as 1¢ a gal. must be collected to pay the in- 
terest and retire these New Jersey bonds alone, to 
say nothing of maintaining the parkway, runs into 
something like 17,000,000,000 gal. This gives an 
oil man a slight idea at least of the size of the 
share of this financing that rests on him. 

With more and more parkways and special roads 
and big bridges to come, the industry will find 
that pressure for the still greater development of 
these hightways will continue to come not only 
from the road building interests but also from 
the financial interests. The oil industry will also 
find that these financial interests, along with the 
politicians involved, will be more and more de- 
manding for the “safety” and “profitableness” of 
these ventures and the amount of the gasoline and 
lube oil taxes, and the size of the levy made on 
trucks and even on passenger cars, will be gauged 
more to “protect” the millions of “innocent” 
investors. 

Heretofore it has been possible, to some extent 
at least, to contrast a proposed increase in a 
gasoline tax with the request to the prospective 
taxpayer to look at the proposed road construc- 
tion plan to see if such a wide or long and ex- 
pensive road is really needed by the prospective 
users. But today’s road improvements are so vast 
and far away from the particular investor—the 
taxpayer—that it is impossible for the taxpayer 
to determine the need for the improvement. 

In addition to this is the fact that the road 
bonds will be issued and sold and mixed up on 
the bond markets with all other types of invest- 
ments even before the roads are completed. 





EDITORIALLY SPEAKING 





Whether the roadway improvement should have 
been built in the first place, whether it was foolishly 
planned and carelessly operated, are questions 
that are not likely to be raised among the tax- 
payers and investors most concerned, in time to 
protect their “investment.” 

That situation therefore invites government to 
step in, if it is not financially involved already, 
and “do its utmost” to save the state’s or county’s 
or federal government’s credit. 

Where will government then look? Of course to 
the roadway itself—to increasing the toll charges, 
to raising rents and collecting more of the “profit,” 
from gasoline and other commercial privileges 
along the route; to permitting and even creating 
more enterprises along the roadway that-will bring 
the roadway authorities more revenue to save the 
whole venture. 

“Improvements”—good and bad—have always 
been fine political platforms on which to run for 
election. No matter how doubtful these improve- 
ments might be in public value, or how poorly 
administered or how much graft they might have 
contained, “improvements” on behalf of the voters 
have always been favored in political campaigns 
and they generally have worked. 

Government is already limiting access to these 
highways more and more severely until some are 
asking if government is not invading the rights of 
the abutting property holders on the highways 
and unduly restricting the freedom of the general 
public to have some say as to how they get on 


The question may well be asked one of these 
days if the highway authorities may not be limiting 
access in order to make the purely commercial 
enterprises it permits on this government property 
more profitable to the few and favored citizens 
who can avail themselves of the business oppor- 
tunities created with their money by officeholders 
seeking votes to perpetuate themselves in these 
positions of commercial dictatorship? That sen- 
tence and that thought is a long one but read it 
again because so often in government affairs it 
is a string of “fortuitous happenings” that make 
for poor government and favoritism to a few and 
dictatorship to the many. 

At all events there is increasing opportunity for 
greater and greater profit to an increasing number 
in the construction and operation of these new 
high speed, limited access highways, whether toll 
roads and privately owned or not, to warrant the 
oil industry digging deep into the situation. 

The American Petroleum Industry Committee 
that for years has done-.such an excellent job in 
policing the collection and expenditure of the gaso- 
line taxes, and on other jobs for the industry, has 
been studying these new highway problems under 
the chairmanship of Joseph Walsh, general counsel 
for Sinclair. Every oil man can help this study and 
any resultant action decided upon, by contacting 
his state PIC representative and informing him- 
self fully as to the different angles and then 
supplying his advice and information to the PIC 
committee. 


the highways. 





Efforts of Many Needed 
To Assure Good Roads 


Good highways can be obtained 
only by the co-operative efforts of both 
users and administrators, and these ef- 
forts must end in positive action. Maj. 
Gen. Frank D. Merrill, New Hamp- 
shire public works and highways com- 
missioner, made these points in a talk 
before the American Petroleum Insti- 
tute in Chicago Nov. 10. 


Weights of vehicles and the wear on 
highways is one major point on which 
co-operation is urgently needed, Gen. 
Merrill said. “The administrators 
(highway) would like minimum wear 
on highways, the truckers would like 
to carry heavier loads, and the two 
groups are often at swords points 
rather than working together.” 


“Both tend to forget that there is 
another profession vitally concerned 
in the problem,” he declared. “This 
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man is the automotive engineer who, 
by judicious design and use of ad- 
vanced techniques in metallurgy, may 
be able to help both users and admin- 
istrators by providing vehicles of the 
future which will carry greater pay 
loads with a diminished damaging ef- 
fect on highways. 

“The problem is one in which results 
can be achieved if all three groups 
work together, and doomed to create 
dissatisfaction if mutual co-operation 
is overlooked,” he added. 

Improved Highway Administration 
—Users must unite and demand effi- 
cient and businesslike administration 
by professionally competent individ- 
uals. Highway administration is big 
business and should be administered 
on the sound business principles which 
have made our country what it is 
today, the general ‘stated. 

Toll Roads—Then he turned to toll 
roads saying: 

“We regard toll roads as a means to 
an end rather than as a money-making 
proposition. We attempt to provide 


maximum service in exchange for tolls 
collected. We do not penalize motorists 
experiencing difficulties and furnish 
gasoline, oil, water, towing or tire 
changing (for ladies and the aged) 
services without charge. 

“Since they (toll roads) are prac- 
ticable only for a very limited mileage 
of highways, I believe that their growth 
has a practical limit and certain fears 
of their spreading too far can be dis- 
counted. 

“Toll roads should be considered 
only after all reasonable efforts to 
solve the problem by normal methods 
have been attempted; that when deci- 
sion is reached to construct one, every 
possible economy must be taken and 
they not be regarded as ‘free money’ 
propositions; that maximum service 
should be provided at a minimum fee; 
that they never be considered a substi- 
tute for adequate free roads; and, 
finally, that tolls be flexible so that 
when bonds are paid off they may be 
reduced to the amounts required for 
operation and maintenance.” 
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(1) MARKET POTENTIALS (7) FIELD SALES STUDIES 


Automotive lamp potentials in dollars and units Dealers’ surveys are made periodically to deter- 

are forecast annually for each customer’s mar- mine methods by which the sale of automotive 

keting area. lamps can be made more attractive at the dealer 
level. 


(2) SALES REPORTS 


PROMOTION 
Monthly reports are made to each customer ©) sates 


showing sales performance for the current month New merchandising and sales promotion ideas 
and year as compared to the same periods for are continually being developed. 
the preceding year. 


(3) ORDERING GUIDE 
(9) PACKAGING 
Sales flow information is provided frequently to 


serve as a guide for ordering lamps. Studies are made frequently to improve point- 
of-sale effectiveness of all packages and to sim- 
plify distribution practices. 


(4) STOCK RECOMMENDATIONS 
Dealer and warehouse stock recommendations SALES TRAINING 


are planned for each customer. 
Sales instruction personnel and effective visual 
training aids are available to customers for 
() UP-TO-THE-MINUTE meetings with their sales force or dealers. 
INFORMATION 


“TBA Newsletter”, a regularly issued bulletin, 
keeps customers currently up-to-date on changes for complete information about 
and developments in the automotive lamp in- how you can get your full share of the 
dustry. $75,000,000 lamp replacement 

ness. 
Us 





SALES FOLLOW- 
THROUGH 


nie pees eae 
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Price Cuts Hit Late November Markets 


By Halsey Peckworth, NPN Staff Writer 


Falling prices for refined oils in late November 
set many industry sources wondering if the na- 
tion’s crude price structure could stand the strain 
for long. 


Highlights of price declines the past week were: 


Most gasoline prices slipped 0.25¢ for cargo 
lots at the Gulf; 


Distillate prices fell 0.3¢ at Providence; 0.5¢ 
at Baltimore and Philadelphia; 


Mid-Continent conventional lubricating oils off 


0.25¢ to I¢. 


Gulf Coast prices for cargo lots, with the recent reduc- 
tions of 0.25¢ for most grades of gasoline, were at levels 
substantially in effect on June 15 — the day Phillips 
Petroleum and many other major crude oil buyers ad- 
vanced their crude price postings 25¢ per bbl. 

Reports of refiners showed following prices for spot 
cargo lots of gasoline, all down 0.25¢ for FOB deliveries; 
87 oct. regular-grade, 11.25¢; 83 oct. regular-grade, 
10.75¢; 79 oct., 10.375¢; and 70-72 oct. M leaded, 9.75¢. 

Refiners reporting lower gasoline prices said that supply 
lines were “filled,” adding that it was by no means certain 
that “cut” prices would find new outlets. In addition, it 
was pointed out that the Gulf Coast refining trade has 
“lost” more than the 0.5¢ increases in gasoline prices that 
followed the June 15 crude hike, all of the 0.5¢ increase 
in kerosine, and 0.375¢ of the 0.5¢ increase in prices for 
No. 2 fuel oil. Independent Gulf refiners paying $2.90 for 
top gravity crude declared: “The squeeze is on.” 

And, unless cold weather comes to the rescue of distil- 
late fuel oils, refiners said surpluses in these oils shortly 
would prove “embarrassing.” Last week, there were un- 
confirmed reports at the Gulf that kerosine and No. 2 
fuel spot cargo sales had been made at “discounts” off 9¢ 
and 8.125¢ for the two products, respectively. 

In the East, weakness in distillate prices that started in 
mid-November at New York harbor spread in both north- 
erly and southerly directions. 

Providence distillate prices for tank car lots were off 
0.3¢ to 10.9¢ for kerosine, 9.9¢ for No. 2 fuel, and 10.3¢ 
for Diesel oil. 

At Philadelphia and Baltimore, following 0.5¢ reduc- 
tions by Sun Oil Co., Atlantic Refining, and other sup- 
pliers, kerosine generally was quoted at 10.64, No. 2 fuel 
9.6¢, and Diesel oil 10¢. 

All signs pointed to plenty of oil, crude and refined, 
domestic and foreign: 

Armed Services Petroleum Purchasing Agency said it 
expects it no longer will have to pay “premium” prices 
for aviation gasoline, probably will get supplies for six 
months beginning July 1, 1954 on advertised bid basis 
rather than negotiated contracts. 

The abatement of many retail gasoline price wars in 
the East was soared by new outbreaks in northern New 
Jersey and Akron, Ohio (see next column). 

Inventories of natural gas liquids at the end of Sep- 
tember were almost 30% higher than last year, and trade 
sources said only a turn for colder weather in the Mid- 
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west had “saved” liquefied petroleum gas prices from an 
unseasonable “break” (see p. 59). 

Anglo-Iranian Oil Co. will guarantee top prices in 
international trade to its 1954 contract buyers of marine 
bunker “C” fuel and marine Diesel oil (see p. 59). 

Supplies long, prices easy—Trading developments were 
in the pattern of long supply and “easy” prices. The more 
refiners sought new customers, the less likely spot buyers 
were to make firm bids. In foreign trade, at least four 
international producers reportedly offered 10,000 b/d of 
crude oil for periods ranging up to 20 years in their 
negotiations for purchase of the foreign properties of a 
fifth company distributing 9,000,000 bbls. of refined 
products annually. 

Details of retail gasoline “war” developments follow. 
Prices are exclusive of state and federal taxes, the amount 
of which is indicated in parentheses. 

Akron, O. (7¢)—Standard Oil (Ohio) reduced its price 
for X-Tane (regular) 1¢ to 18.9¢, effective Nov. 25, at 
company-operated service stations in Akron and two 
nearby townships. At many stations handling major 
brands, regular-grade dropped 1¢, making a total of 2¢ 
decline since mid-September when Sohio reduced 1¢ to 
19.9¢. Unbranded retail postings were reported at 17.8¢ 
and 18.9¢. 


Linden, N.J. (5¢)—Sun Oil Co. announced reduction of 
2.2¢ in its price of gasoline to Sunoco dealers over wide 
area of northern New Jersey centering in Linden. Other 
suppliers said they were meeting the reductions through 
“voluntary allowances” off 15.6¢ tank wagon price “where 
they found them.” Retail prices in the Linden-Elizabeth 
area ranged upward from 15.9¢; “normal” is 21.9¢. 


Atlantic Coast 


Distillate Price Reductions Spread 


Late November weakness in distillate prices at New 
York harbor spread north and south along the Atlantic 
Seaboard the past week. Prices for kerosene, No. 2 fuel, 
and Diesel oil slipped 0.3¢ at Providence, and 0.5¢ at 
Philadelphia and Baltimore. 

Providence eased first. Trade sources said that prior 
reductions at New Haven, Hartford and Boston left Provi- 
dence prices “up in the air,” particularly since some dis- 
stributors there could draw supplies from other points if 
conditions warranted. Following cuts of 0.3¢ in distillate 
prices, suppliers at Providence quoted 10.9¢ for kerosene, 
9.9¢ for No. 2 fuel, and 10.3¢ for Diesel oil. 

Prices then fell at Philadelphia and Baltimore, and the 
decline was said to be “in sympathy” with New York. At 
both Philadelphia and Baltimore, following 0.5¢ reduc- 
tions, suppliers quoted kerosene at 10.6¢, No. 2 fuel at 
9.6¢ and Diesel oil at 10¢ for tank car shipments. 

Baltimore has been the most southerly point to get 
lower prices for distillates so far this season; Boston the 
most northerly. Trade sources said, however, that marine 
Diesel oil buyers at Norfolk would “insist” on getting the 
same price as at Baltimore. In addition, the spread of 
lower distillate prices northward from New York report- 
edly had reached Newburgh, N.Y., and Waterbury, Conn. 
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Gasoline and bunker “C” fuel prices were unchanged, 
the former easy and the latter firm. It was said at New 
York harbor that a barge of regular-grade gasoline had 
been sold at 12.25¢. The report was unconfirmed, and the 
low reported quotation for regular-grade in barges at New 
York was 13¢, unchanged. 


Western Penna. 


Lube Demand Continues Slow 


Demand for lubricating oils generally continued slow in 
open mafket in Western Penna. the past week, but reports 
of refiners indicated some firming of prices, especially for 
neutral oils, following recent 1¢ reductions. Status of other 
products for most part was unchanged. 

Steady contract shipments of branded motor oils were 
averting serious refinery surpluses of the base lubricating 
oil stocks, according to most reports. But buyers, both 
domestic and export, continued to show little interest in 
making Open market commitments. Increased inquiry for 
. neutral oils was reported by some refiners, but no open 
market sales were disclosed. 

Cylinder stocks were weak, and, according to some 
sources, were available at lower than the low prices quoted 
by refiners. Confirmation was lacking of lower priced sales, 
however. 

Contract shipments of gasoline continued in fair volume 
for the season and prices generally were steady. 

Crude scale wax demand was strong and most refiners 
said they were well sold ahead for matter of 30 to 60 days. 

Demand for distillate fuels began to show signs of life 
with the past week’s colder weather. While supplies of heat- 
ing oils were abundant in other refining areas, several 
Penna. refiners said their inventories were in good shape. 


Midwestern (Chicago-E. St. Louis Area) 


Residuals: Remain Only Firm Product 


Although temperatures throughout the upper central 
states were more favorable to light fuels last week, Mid- 
west trade sources said residual fuels still were the only 
“firm” product in the refined oil list. “Discount” gasoline 
at Great Lakes Pipe Line terminals still failed to attract 
buyers. Refiners’ prices were unchanged. 

Although residual fuels continued firm and for the most 
part closely held, open market traders said there still was 
little spot demand. Two traders reported sales of low and 
high-sulfur No. 6 fuel at $1.40, Group 3. A railroad dis- 
closed filling its 100,000-bbIl. December requirements of 
No. 6 (no sulfur guarantee) at flat price of $1.40, up 15¢ 
from November’s price of $1.25. 

Refiners’ quotations to the trade for No. 6 were un- 
changed at $1.40. Comment among some in the trade was 
that, with higher ($1.40, Group 3) prices by refiners, more 
material had become available at $1.35 for resale. 

Light fuels, for the most part, were idle in open market, 
but a tank car marketer reported selling “a few” cars of 
No. 2 fuel at 7.5¢, Group 3; refiners’ quotations ranged 
from 8 to 8.125¢. 

Regular-grade “pipe line” gasoline at “discounts” of as 
much as “0.375¢ off” delivered terminal prices continued 
to find buyers generally disinterested. 
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Central Michigan 


Light, Heavy Fuels Firmer 


Colder weather stepped up demand for light and heavy 
fuels in Central Michigan last week and brought added 
firmness to these grades. A large inter-refinery transaction 
was credited with “blotting up” most, if not all, No. 1 fuel 
in market. 

Gasoline demand continued to run higher than Novem- 
ber average, refiners said. Refiners’ prices were unchanged 
for all products. 

Purchase of total of 75,000 bbls. of No. 1 fuel on an 
inter-refinery basis was said to have taken virtually all 
“free” product from market, leaving distillates on a firm 
footing. Purchase price was not disclosed. 

Firmness in residual fuels was more pronounced; how- 
ever, one refiner said there still were some “low” No. 6 
fuel quotations (below 7¢, FOB Central Michigan) in some 
instances. Sources said colder weather “probably” will 
change this situation within a few weeks, since some re- 
finers are “sold up” and one now is a net buyer to end of 
heating system. 


Chicago District 
Residual Fuels Closely Held 


Residual fuels were closely held in Chicago District 
last week and were firm at the higher prices posted earlier 
by suppliers. Light fuels were abundant and freely avail- 
able in open market on a spot basis; prices, however, 
were steady. Gasoline continued to be available at “dis- 
counts,” but no open market activity was disclosed. Sup- 
pliers’ prices were unchanged for all products. 

Colder weather brought some trading in distillates with 
sales of range oil reported at 10.75¢ and 10.875¢, No. 2 
fuel at 9.75¢, 9.875¢ and 10¢, FOB Chicago District. Sup- 
pliers’ quotations for range oil ranged from 10.75 to 11.5¢ 
and for No. 2 from 9.75 to 10.5¢. 

Although regular-grade “pipe-line” gasoline continued 
to be offered on spot basis at 12.625¢ and 12.75¢, Chicago 
District, no trading was disclosed. Refiners’ quotations 
for regular gasoline ranged from 12.85 to 13.6¢. 


Mid-Continent 


Residual Firm, Other Products Weak 


Residual fuel remained firm in the Mid-Continent the 
past week, but demand for all other refined products was 
slow. Except for lubricating oil price reductions reported 
early in week, however, refiners’ quotations generally were 
unchanged. 

In Oklahoma, one refiner reported selling 2,000-bbls. of 
No. 6 fuel at $1.55, FOB Group 3, and a West Texas 
refiner said he had sold 10 cars at $1.55, FOB refinery, to 
a northern buyer. Refiners in Oklahoma continued to 
quote upwards from $1.40, Group 3 basis. There were 
some reports from resellers indicating they could buy high 
sulfur No. 6 at $1.35, Group 3, for resale, but most re- 
finers said, as far as low sulfur fuel was concerned, they 
had none to offer except to regular customers. 

The 0.25¢ to 1¢ gal. reductions reported by two re- 
finers in their lubricating oil prices early in week did little 
to stimulate demand, according to reports. Most grades 
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OIL MARKETS 
Summary of Daily Gasoline Prices (Nov. 24 through Nov. 30) 








Monday Friday * Thursday Wednesday Tuesday 

Motor Gasoline 93 Oct. (Premium): Nov. 30 Nov. 27 Nov. 26 Nov. 25 Nov. 24 

% Tex. (Texas & New Mex. shpt.).. 13 .75-14 .25 13 .75-14 .25 18 .75-14 .25 18 .75-14 .25 
W. Tex. (Texas & New Mex. shpt.) 18.5 18.6 13.5 13 


. 6 
E. Tex. (Truck MG Goiddkwntd och ocd eden 18.5 18.5 13.5 18.5 
Motor Gasoline 90 Oct. pees 
Okla., geewe ; (Okla. shpt.). . -«.. (4)912.6-18. ee) (4)12 5-18 . 125(2) (4)12. -<. 125 (2) 
Okla., Group 3 oreen shpt.).. ceseees (4)12.26-18.1 (4)12 .25-18 .125 4)12 3.125 
Midwestern (Group 8 basis (3)12 .25-13. 128 (3)12 .25-13 .125 S yi. 3-18. 125 
N. Tex. (Texas & 18-18 .75(2) 18-18 .75(2) 75(2) 
sf Tex. (Texas & New Mex. shpt. ) 18-13 .75 18-13. 75 18-13 .75 
rere 4 13-13 .75 18-13 .75 18-13 .75 
Cent. W. Tex. (Truck Tnsp.). . 0 eke 13 18 13 13 
Motor Gasoline 88 Oct. @uinieen)s 
N. Tex. (Texas & New Mex. shpt.) . 12.75 12.75 12.75 
W. Tex. (Texas & New Mex. shpt.) 13 ey 13 13 
EE. Tem. (Trueks TwePe). oc cccscccccscecscccs 13 13 13 


(2)12 5-13 . 125(2) 
(2)12 25-13 .125 


13-13 75(2) 


(4)11 .5-11 .625(3) oad ; (4)11.5-11. rw (2)11 5-11 .625 
(4)11 25-11 .625 , .25-11.6 (2)11 .25-11 .625 
(5)11.25-11. ‘ ' ens 
11.75-12.7 11.7 . 11. 
11.75-12 .25 ; it 
11.75-12.25 11.75-12.25 x ; 11. 
Motor Gasoline 82 Oct. (Regular): baal 
N. Tex. (Texas & New Mex. shpt. ). Saree (2)11.75-12 .25 (2)11 .75-12 .25 .75-12 .25 (2)11.75-12 .25 
Bis ls NEE IR Ds Swe wes averse cvs ce 11.75-12 11.75-12 , 11.75-12 11.75-12 
Cent. W. Tex. (Truck . A 11.76 11.75 .15 11.75 
Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.)............... we. 5-11 .125 10 .625-11 .125 


10 .625-11 .125 10 .625-11 .125 


Okla., Group 3 (Northern shpt.)............ 


Midwestern (Group 8 basis) 


0 .625-10. eae) 


10 .625-10 .875(2) 


10 .625-10 .875(2) 


10 .625-10 .875(2) 
10 625-10 .875 


N. Tex. (Texas & New Mex. shpt.)......... 
Tex. (Texas & New Mex. shpt.)......... 
E. Tex. (Truck -) 

Cent. W. Tex. (Truck Tnsp.). . simcaiee 
Motor Gasoline 92 Oct. @eeuiues)e 

New York har 

New York harbor, barges 

—— 


oT -11.125 


15 .4-15.7 
15 .8-15.6 


16(2) 
14.4-16.6 
14.4 


14.15-14.3 
(2)14.56-14.6 
14.4 
(2)18.1-14.4 
18 


15 .15(2) 
14.15(2) 


14.75-15.15 
13 .75-14 .15(2) 
15.5 


15.5 
18.95 13.95 


(2)10 .625-1; .875 
10.75-11.8 : 
11.25-11.5 ‘ 1.26-11.5 

(2)11-11 125 i 
ll 
15 .4-15.7 
15 .8-15.6 
16(2) 
14.4-16.6 
14.4 

14.15-14.6 

18-14.1 18-14.1 

(2)14.5--14.6 
14.4 

(2)18.4-14.8 
18.4 


14.75-16 .15 
13 . 75-14 .15(2) 


an: 625-10 875 

0 .75-11.8 10.75-11.8 

11.25-11.5 

@yii- 11.125 (2)11-11 .125 
11 11 


15 .4-15.7 
15 .3-15 .6 


16(2) 
14.4-16.6 
14.4 


15 .4-15.7 
15 .3-15.6 


16(2) 
14.4-16.6 
14.4 
14 15-14.6 


(2)14.5-14.6 
14.4 

(2)13 .4-14.8 
13.4 


14.15-14.6 
13-13.8 
(2)14.5-14.6 
14.4 
(2)18 .4-14.7 
13.4 


15 .15(2) 
14.15(2) 


15 .15(2) 
14,15(2) 


15.15(2) 
14.15(8) 


15 .15(2) 
14.15(8) 


15.6 15.5 
14.26 14.25 


*Platt’s Oilgram Price Service not published on Nov. 26 (Thanksgiving Day). No prices available for that date. 





of conventional neutrals were off 0.25¢, two grades of 
conventional bright (200 vis. and 120 vis.) were off 1¢ 
and 150-160 vis., 10-25 p.p. conventional bright was off 
0.5¢. Also, one refiner quoted 15.5¢ for 600 s.r. cylinder 
stock. 

Gasoline demand locally was good in East and North 
Texas, according to refiners. In West Texas, however, one 
refiner described his sales as “well below normal,” while 
Kansas and Oklahoma refiners generally said northern 
gasoline demand continued to ease. 

Burning oils also were slow, with the “hit-and-run” cold 
spells in consuming areas doing little to help get large 
burning oil shipments moving north. Refiners said their 
regular-customers were sending in shipping instructions. 
But several said “a cold spell of two or three weeks” is 
needed to “get stocks in good shape.” 


Gulf Coast 
Gasoline Prices Slip 0.25¢ Gal. 


The principal move at the Gulf the past week was fur- 
ther weakening in gasoline, and prices reported for 87 oct. 
regular and lower octane grades were off 0.25¢ per gal. 
Except for bunker oil, there was no firmness in any prod- 
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ct. Kerosene reportedly has moved at “discounts,” and 
sales of No. 2 fuel were said to have taken place at 8¢. 

Refiners reported gasoline prices ranging upward from 
11.25¢ for 87 oct. regular-grade, 10.75¢ for 83 oct. regu- 
lar, 10.375¢ for 79 oct., and 9.75¢ for 70-72 oct. leaded. 
Consensus of the refining trade was that the lower gasoline 
prices were “inevitable” in view of the continued surplus. 
Even more “disturbing,” refiners said, was the fact that 
lower prices may not necessarily bring new buyers into the 
market, for most supply channels already appear well 
filled. 

Except for bunker oil, production of which for the most 
part is spoken for, a buyer’s market predominates, trade 
sources said. There were unconfirmed reports that a cargo 
of kerosene was sold at “0.25¢ off,” and one cargo of No. 
2 fuel, loading late December, reportedly went at “0.125¢ 
off” (8.125¢). Bids for both products were scaled down to 
as low as 8.75¢ for kerosene, and 7.875¢ for No. 2 fuel, 
but some sources said that cold weather up north could 
change this situation rapidly. 

Along with No. 2 fuel, gas oils were readily obtainable. 
One trader said he found no buyer interest in 30,000 bbls. 
of virgin gas oil for December loading, and new interest 
in export of these oils also was light. 

There was no surplus of bunker “C” fuel, and prices 
for cargo lots were firm at $1.85 per bbl. In addition, 
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Explanations of Price Tables 


The reader’s attention is directed to the follow- 
ing explanations which apply to the summary of 
daily gasoline prices appearing on page 58 and the 
price tables appearing on pages 60-66 of this issue. 

The letter “x” indicates a change in prices if the 
change is on the low of the price range, the “x” is 
adjacent to the low; if the change is on the high of 
the price range, the “x” is adjacent to the high; a 
change from flat price to a higher or lower flat 
price, or elimination of the low of a price range, is 
indicated with an “x” to the left of the new price; 
elimination of the high of a price range is indicated 
with an “x” to the right of the new price. 

Parenthetical figures indicate number of compa- 
nies quoting when two or more companies quoted 
the price shown. In the Gulf Coast cargo table on 
p. 53 all prices reported are shown. In all other 
tables, only the lows and highs of the ranges of 
prices are shown; No attempt is made to show 
prices within the lows and the highs, and there- 
fore no attempt is made to indicate the number of 
companies contracted for prices for each product. 
Nearly 200 primary suppliers (refiners and tank 
terminal operators), plus an even larger number of 
other sources (jobbers, compounders, consumers, 
distributors, brokers, tank car marketers, etc.) are 
contracted for prices at regular intervals. 











reports said that coastal marketers were looking inland for 
No. 6 fuel, delivered the Gulf, for shipment over 1954. 


Anglo—lranian Offers ‘Tops’ for ‘54 


New York—Anglo-Iranian Oil Co. will guarantee top 
prices to its 1954 contract buyers of marine bunker “C” 
fuel and marine Diesel oil. 


Top prices will be 12 shillings 6 pence per long ton 
(about $1.75) higher than company’s Jan. 1 prices to con- 
tract customers. 

In announcing maximum price for 1954 at about 150 
ports throughout the world, Cory Mann George Corp., 
Anglo-Iranian’s bunkering agent, also said that company 
will reduce its prices for bunker “C” fuel and marine 
Diesel oil in amounts ranging from 5 shillings ($0.70) to 
10 shillings ($1.40) at principal ports in Far East, effective 
Jan. 1. 

Maximum prices 12/6 over Jan. 1 prices for calendar 
year 1954 will apply “at all contracted ports,” Cory Mann 
George said. Contracted ports represent about 150 of the 
175 world ports where Anglo-Iranian agrees to furnish oil 
to its regular-customer marine buyers. 

Spot prices will not be affected by maximum price 
clause to contract buyers. 





Crude Oil Prices 


No changes were reported in crude oil prices in 
week ended Nov. 28. For complete price sched- 
ules, see P. 56 & 58 of Nov. 25 issue. 








Anglo-Iranian’s offer of top prices means that company’s 
contract bunker oil postings for 1954 will not necessarily 
reflect changes in ocean freight market. In past, AlIOC 
frequently has adjusted its marine fuel oil prices world- 
wide to reflect six-month rises and declines in Tanker 
Award Rate established by panel of London tanker brokers. 
Now, should a sharp rise occur in London Award Rate 
next April, AIOC’s contract prices could reflect the in- 
crease Only to extent of 12/6 per ton. 

Like most current oil contracts covering bulk supply 
over long periods of time, Anglo-lranian’s marine con- 
tracts have force majeure clause—-war, catastrophes, and 
the like would render top guarantee inoperative. 

Up to now, international supplying companies to ma- 
rine trade have shied away from top prices in 1954 bunker- 
ing contracts. One West Coast major has offered top price 
on bunker “C” fuel, but this was only on local sale. 


Orders Pick Up for LP-Gases 


Colder weather in the Midwest spurred orders for lique- 
fied petroleum gases the past week, according to reports of 
Mid-Continent producers. But November volume up to late 
in the month was little, if any, above September level, most 
sources said. 

Plenty of butane and propane were still available for spot 
shipment at 3.5¢, Group 3, the past week, according to most 
reports. With orders picking up, however, producers said it 
was doubtful if the recent “break” in distillate fuel prices in 
some areas would be repeated in LP-gases. 

Producers generally quoted 4¢ for propane, and from 4¢ 
to 5¢ for butane-propane mix and butane, Group 3, to 
contract customers. 


Argentina in Market for Lube Oils 


New York—Argentina is in market for approximately 
1,875,000 gals. of various grades of lubricating oil for 
delivery during January 1954. Details follow (approximate 
gallonage figures in parentheses): 

Bulk—Mid-Continent solvent bright stock, 4,200 cubic 
meters (1,109,000), and Mid-Continent 500 vis. solvent 
neutral, 2,500 cubic meters (660,000). 

Drums—Turbine and industrial oils, 220 cubic meters 
(52,500) each. 

Bids will be opened Dec. 10 in Buenos Aires, and in 
New York office of government's agency—Argentine Gov- 
ernment Oil Fields, Ltd., 350 Fifth Ave. 





NPN Gasoline Index 
cents per 


Dealer T.W. 


gal. 

Tank Car 
Nov. 30 16.40 12.62 
Month Ago . 16.48 12.70 
Wee. aah eves karin 15.26 11.64 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighed average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville, Boston and Gulf Coast. 











December 2, 1953 + NATIONAL PETROLEUM NEWS 








PRICES 


in effect November 30 at Refineries and Terminals 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 


(3)12 .56-13 .125(2) 
-- On. 5-11 .625(4) 
0.5-11.125 


OKLA., Group 3 (Northern shpt.) 
90 Oct. Prem... . . (4)12 25-13 .125 


84 Oct. Reg.......... .. (4)11.25-11.625 
60 Oct. M & below 10 625-10 .875 (2) 


MIDWESTERN (Group 3 basis) 


(3)12 25-13 . 125 
.» (5)11 25-11 .625 
: (2)10 625-10 .875 


N. TEX. (Texas & New Mex. shpt.) 

93 Oct. 13 .75-14 .25 

90 Oct. Pre 18-13 .75(2) 
88 Oct. 12.75 
84 Oct. 11.75-12 7 


82 Oct. Reg veceeerecee (2)11.75-12.2 
60 Oct. 0.75-11.8 


13 
18-13. 

13 
11,75-12. 
11.25-11. 


(2)11-11. 


ARK. (For shipment to Ark. & La.) 
90 Oct. Prem... . 


2.875 
80 Oct. Reg....... 
60 Oct. M & below. 


1 
11.625 
10.5 


KANSAS (For Kansas destinations only) 
12 .25-12 .625(2) 
12 25-13 375 


WESTERN PENNA. 
Bradford-Warren: 


90 Oct. Prem... . 


16 .15(2 
86 Oct. Reg &) 


14.15(2) 


Oil City: 
90 Oct. Prem. 


14.75-15 .15 
86 Oct. Reg... 


13 .75-14.15(2) 


Pittsburgh: 


90 Oct. Prem 
ot 


Shse—Gactations of 8.0. Ohio for delivery to 
Ohio points 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 
one. 5-15.25 
4 .25-14.75 
ens 5-14 .125 
13 .25(2) 


Prices herewith are reproduced from Platts OJLGRAM Daily Oil 


with National Petroleum News, whose re 
resentatives in all NPN- OILGRAM offices devote their time cncasivaly 


Price Service, associated 


to reporting oil industry prices everywhere. 


pe own in tables are sales priows or bt me or general “ue 
y pipeline termin operators, an 
‘nailer terminal operators; for current sales and shipments; for the buss. 
mess day or period stated; except Tank Wagon prices, prices are for by AST 
bulk lots barge; i Prices appl ing to 
designa’ 


posted prices by refiners, b 


such as tank car, truck transport, 
barges or cargoes or truck transport lots only, 
fineries or terminals; in cents per gal., except 
tums in cen 


by OL TChAM: ond 
subscribers’ 


bbl. where $ sign is 


CALIFORNIA 
Los Angeles Dist.: 


(2)14.1-18.1 
(2)13 .1-15 .6(2) 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 
ae a ‘ 8 .875-9 .25 
42-44 = - Mitieaodsbennw 6g 8 .875-9. 
Range 8 .875-9 .25 
. (2)8.625-9 .375 
8. 3 875 (5) 


8(2) 
(2)$1 40-1 .85 


OKLA., Group 3 (Northern shpt.) 
Se Gis 5.06.00 60 et cccsecs (5 )8 875-9 . 28 


42-44 = - Kew 0's oN SE veareseut (5)8 .875-9 
Range 25-9 


0. 
No. 
No. 
No. 


. (3)8.875-9. 
.- (4)8.875-9 25 
.. (2)8.625-8. 

‘ oF eas 875 


: (5)8- 
(3)$1 .40 


N. TEX. (Texas & New Mex. shpt.) 
41-43 w.w. o-pre) 
5 


42-44 w.w. 
(2)9-9 .75(2) 
$1.35-1.75 


W. TEX. (Texas & New Mex. shpt.) 
CEI. cag siocvevacesee 9.25 
9 .75-10.75 
9 .25-10 .25 
(2)9 .25-9 .5 
$1.65-1.90 


E. TEX. (Truck transport lots) 
41-43 bo - Neate aterm ol: a8 3 9 .5-9 .75(2) 
42-44 (2)9 5-9 .6 
58 & Pt omen D.I1. Diesel . 8.75-9.75 

9 625 
No. 6 fuel.......... (4)$1 .50-1 .60 
CENT. W. TEX. (Truck transport lots) 


es Vee Peer 
58 & above D.I. Diesel 


No. 6 fuel 


KANSAS (For Kansas destinations only) 
B44 WW. sce scenes oe 9 .125-10 25 
52 & below D.I. Diesel. . 8 875-9 625 
58 & above D.I. Diesel. . 8 .875-9 .875 
8 .625-10 
8-9 625 
$1 .90-2.20 
$1 .45-1.75 


ratings, exc 
OB re- ores invoice. 


ce Service, 


private use only and not for resale or 





regular customers onl 
Gasoline ratings are 
t where letter M is used to indicate that octane rating is 
star Method. For further details of price app 
to any NPN—OILGRAM office or see back of any OJILGRAM Price 


ARK. (For shipment to Ark. 


No. 
No. 
No. 
No. 
No. 


wn oa 
a 


WESTERN PENNA. 

Bradford-Warren: 
11.55- ot 
11. 06-11. 


11.05-11 .35 
10. 


11.55-11. 
10.7 
11-11. 
10.75-11. 
10.7 
10. 
Pittsburgh: 


Kerosine 
50 cetane Diesel. 


No. 2 fuel. 
36-40 gravity fuel... 


x11.4-11 
10. 


11. 
. *(2)10.4-11 
(2)10 .9-11 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries. ) 


2.8 
ey. 5-11. 
11.175-11.7 
(2)8 .25-10 
(2)7 .25-8 .25(2) 
(2)T-7 .75 


yg aaa of S.O. Ohio for delivery to 
Ohio points 


Diesel (Light ‘& Med. ide cet 


CALIFORNIA 

San Joaquin Valley Dist.: | 
40-43 w.w.. 

Heavy fuel (PS 400)... 

Light ‘uel (PS 300).. 

Diesel fuel (PS 

Stove dist. (PS 100) 


San Francisco Dist.: 
ll na Sein cage os ae 
Heavy fuel (PS 400).. 

Light fuel (PS 300).......... 
Diesel fuel (PS 200) 

Stove dist. (PS 100) 


Los — Dist.: 


40-43 w (2)13 .8-14.2 
Heavy fuel i. Se0).» $1.80-2.10 
Light fuel (PS 300). . = 25-2. —— 
Diesel fuel (PS 200) 0 .25-13 .2 
Stove dist. (PS 100). sf 5-14.7 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
originate in any Mid-Continent manufacturing 
district.) 

FOB GROUP 3 
Grade 26-70....... 


FOB BRECKENRIDGE 
Grade 26-70.. 


5.5 (Quotations) 


5 (Quotations) 


distribution or publication. During period of short supply, some sellers 
and at times all sellers. 
posting of firm prices but give OILG 
would quote to the trade in general and which they confine to their 
x ond and such prices a 
y 


withhold quotations to new customers er the 
GRAM the prices they otherwise 


ar in the price tables. 


ASTM Research ethod and are minimum 


ice conditions ly 


complete price service delivered daily from nearest OJLGRAM 
t per ex all fees and taxes; publishing ‘office, New York, 
its wful eleand 4 and transported; re- 

ational Petroleum News but not 


Cleveland and Houston, address Platt’s 


nc. 1315 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription =I in U.S 


: $150 per year, payable in advance. 
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PRICES in effect November 30 at Refineries and Terminals—Cont. 


Naphthas & Solvents 


(FOB Group 8) 


Stoddard solvent 12 .375(3) 


Mineral spirits. . 

Rubber solvent 
Lacquer diluent....... 
Benzol diluent 


WESTERN PENNA. 


Oil City: 
Stoddard solvent... 16 


(2)13 125-13. 375 
. . (2)14 125-14 .625 


Pittsburgh: 
Stoddard solvent 16(3) 


OHIO—Quotations of S.O. Ohio for delivery 
to Ohio points 


V.M.&P. naphtha : 18.0 
Mineral ame & stoddard 
solvent. 17.0 
15.875 


E. TEXAS (Truck Trnspt. lots) 
Stoddard solvent 12.25 


CENT. W. TEX. (Truck Trnspt. lots) 
Stoddard solvent 115 


KANSAS (For Kans., Dest'n. only) 
Stoddard solvent... 12.5 


ATLANTIC COAST 

V.M.&P. Mineral 

Naphtha Spirits 
New York Harbor. 18(4) 17(5) 
Philadelphia 17.5(4) 16 .5(5) 
Baltimore. . 16 .6(3) 
Boston. . 17.5(5) 
Providence 17 .5(5) 


18 .5(4) 


Petrolatums 
WESTERN PENNA. 

(Bblis., carloads; tank car, 1 to 1.5¢ less) 
Snow white , 7.125-7 .76 
Soft white... 6 75-7 .375(2) 
Lily white. . 6 625-7 25 

6 .125-6 .75(2) 
Soft yellow 5. 5 
Light amber 5. 


7 
5 
5 
3 


5-5 
5-5. 
: 5-5. 
tind hs aetre 75-5 .375 


Lubricating Oils 


WESTERN PENNA. 


Prices are for sales made, or offers reliably re- 
ported, to jobbers & compounders only. 


Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 


215 
(2)19-20(2) 
Bright Stocks 
Le 155 vis. at 210°, 540-550 fi. No. 8 col. 
0 p.t 21 


20 5 
18-19(3) 


Cylinder Stocks 
600 s.r. filter"bl. 


MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic shipment - Na 4 
Bright Stocks, vis. at 210° Neutrals, vis. 
100°, 0-10 p. p. 


Neutral Oils—Conventional 
Pale Oils Col. 


15 25 


Bright Stock—Conventional 
200 vis. D: 


20 .5(2) 
20-20 .5 


19.6 


Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 v.i. (3 )23-24(2) 
Neutral Oile—Solvent (95 v.i.) 

)16-17(2) 


Cylinder Stocks 
600 s.r., olive green 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 


Bright stock—Vis. at 2,0° 
150-160 vis., 0-10 pour test, 
95 v.i 21 .5-22.5(2) 


Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 


17.75-18.5 


SOUTH TEXAS LUBES 


(Vis. at 100° F. FOB S. Tex., refineries for do- 
mestic and/or export shipment.) 


PALE OILS: 


12 .25(6) 
13. 75(6) 
14 
15 
16 
(2)1% 25-17 75(4) 
(2)18-18 .75(4) 


12 
13 
14 
15 


16 
(2)17 .25-17 
(2)18-18 








E454 /0 tt SCULLY SIGNAL COMPANY oa fas Smt 
omer 


Conadion Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontorio 


' 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 











lar business letterhead. No obli- 
gation on your part whatsoever! 
Mail your request today! Platt's 
OILGRAM Price Service, 330 
W. 42nd St., New York 36, N. Y. 


Get the OILGRAM Habit! 
Read OILGRAM Daily— 


MONDAY through FRIDAY 





COMPLETE DAILY oOlL PRICE SERVICE 
DIRECT from the Nation's Leading Oil Centers 


Timely, reliable market information when you need it most—delivered 
at your desk—by fastest mail—every morning! Buying, selling, trading 
facts! Accurate, daily price reporting of more than 600 different prices 
of petroleum products from the nation’s leading oil centers. Rapid-fire 
market fluctuations compiled, recorded, produced and released through 
private wire facilities—backed by more than 30 years of expert NEWS 
and PRICE service publishing experience. SPECIAL!! One week trial 
subscription with our compliments. Just send your request on your regu- 


A McGRAW HILL PUBLICATION 
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d LA for new 
tank installations 


Atlantic & Gulf Coasts 


Silas Ge of eatpese, BOD Dts eeRnaten Bs tains tosatacte cnt of toutes tesasnal epemtere. FOB their 
terminals. Ships’ bunkers prices are exclusive of lighterage. 





WESTERN PENNA. (T.C., in Bulk) 
White Crude Scale: 


122-124 A.m.p. 


124-126 A.m.p...... 


SEABOARD 


Prices to jobbers & 
and/or truck 
line terminals and i 
Motor Gasoline 


90 Oct. Prem... .... 
84 Oct. Reg. 


Light Fuel Oils 
No. 


No. 6, high sulfur 


92 Oct. 
Prem. 
Gasoline 
s. ‘£3. 7 


86 Oct. 

Cantline 
14.15-14.3 
13-14.1 


15(6) 
(2)13.1-14.4 
13 


83 Oct. 


Reg. Kerosine 
Gasoline No. 1 Fuel (*) 
evee 10 eas} 
10 .4(19) 
11.3(9) 
10 .6(8)x 
10 .5(3)x 


No. 2 Fuel (*) 





seeeeeee 


14 .9-15.2 
12 .8-18.25 
11.6-12.6 


9 .9(16) 


10.2(5) 





».. -(2)18.25-14 
+ Oa tries ‘its) 
ia: 4(8) 


(2)12 .25-12.3 
an -< 4-18.7(5) 
18. ic) 


i ta 





16 .6(8) 
18.6 


18.6 
14.3-14.6 
14.4 


14.7(8) 
12.6 


12.6 
18-13 .3 
18.4 


ene -6(8) 
11.8 (10. $-10.88(2) 
---. 910.8 





14.3-14 .5(2) 
14.4 


13.7(8) 
15(3) 
14.9(4) 


10.9(9)x 


9.6(10)x 
9 .5(5)x 
10 .65(3) 
10.8(9) 

9.9(9)x 





ia. 4-14. s} 
14.2-14.6 


334-3: 
orit 
& 8B 


> @ence~a-3-3-3: 
) 
s 


18 .4-18.7(5) 
18 2-18 .6(4) 


12 .6-13.15 


if 


11 .8(7) 


11.7(8) 


11(7) 


Diesel Oil (*) 


10.7(4) 
10(5)x 


Light Diesel 
Shore Plants Ships’ Bunkers 
(50 cet., 55 d.i.) (45 cet., 45 d.i.) 


$4.18(4) 


4.18(4)x 


10 .65(7) 
10 .55(5) 


10.2(7) 


Heavy Diesel 
Ships’ Bunkers 
$3 .80(4) 


seee 


3. §.86@)x 





vote|none. 908 
Ssizs: 23 


Ld 
_- 
—— 
a 

~ 


9.4 
10 3(6) 
10 .8(2) 


71a) 
4'25(3) 
4.30(2) 


sii 





distributors in 
los FOB refineries pipe 


d waterway termin 


9@) 
10.65(6) 
10 65(2) 


3.746) 
4.4735 
4.478 
4.116 





x13 .625-15.1 
x12 625-13 .6 


2.42 
278 


1015) 
(2)9.7-9.8 

10 .45(4) 

10.2 


3.74(8) 
4.34(8) 


3.496) 


$.49(2) 





2.9916) 


8.21(8) 


10(8 )x 

id: $514) 
10.7(4) 
10 .3(4)x 


4.13(4)x 
4.478(4) 
x4 25 





gy 33- 7 .6(2) 
\6 45-6 .625x 
ave. 25-6 .5(2) 


Mexican Bunker Prices 


U. S. DOLLARS PER BBL. OF 159 LITERS 


(In Ships’ 


Deep Tank ets) 
San Pedro, Calif... 
Seattle, Wash..... 


62 


Neo. 6 Fuel 
Nes 
Diesel Gaarantee 
(Ships Bunkers) 72 ; 
M = Gait Aibas Z. * pao $2.28(18) 


$3.75 


Ne. 6 Fuel 
No Sulfur 
Guarantee 


$2 .25(15) 
ase 


10 .65(5) 
10 .55(6) 


10.8(2) 


4.473(5) 


3.80(4)x 


4429-4 .481(4) 


4.80(8) 


No. 6 Fuel 


No. 6 Fuel 
Max.1,% 
Sulfur 


(2)$2 85-2.48 
2.43 


(2)$2 


<f 
“oulfur’ 


-85-2.40 


2.40 


Bunker C 
a, 
+ 
$2 .25(10) 
2.25(4) 





8.75 


1.95 
2.29 
2 20(3) 
1.95 


2.43 


2.44 





- 
— © 
nm 
a> 

eat 
~~ 


8/2 





=~= 
Cm) 
—~— 


BEVES 
bs fet 
a 





S| vo 





~ 
|. 











Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


Bunker C 
Fuel 
(P.S. 400) 
$1 .80(5) 
1,85(4) 
2.10(4) 
2 10(4) 





2.4065) 


— 
@ 
~ 


x 
n 
~ 
a 
J 
~ 


8 
s 


2.41 


~ 





at F Atlantic 
commercial 


BaR 
oa 


DONO) PONT ND PO) HON 0d PONE O 
— 

eo 

Po 


pete] pone 80 no “7 pone no» 


> > 
ees er 
ae 
28 
a= 
non 


Coast and eethaes south of Maryland, and at ‘Tampa, prices a some sellers to 


refineries 
consumers are 0.15¢ higher than prices shown above. 
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PRICES in effect November 30 at Refineries and Terminals—Cont. 


Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only te 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 
Aviation Seartine (MIL-F-5572) Kerosine & Light Fuels 

_< 41-43 w.w. Kerosine 


9(2)-9 .25-9 .5(2)-9 .625(3)-9 . 75(2) 
Jet Fuel (MIL-F-5624a) ; , 
et Fuel (! -56Z4a al 8 
Grade JP ; 8 .125-8 .25-8 .5(3)-8 .625(3 75(3)x 


Motor Gasoline 
95 Oct. Premium. . . 13 .25(3)-18 .875(2) Diesel & Gas Oils 
93 Oct. Premium 

12 .5-12.75(3)-12 .875-12-18 25 (2) 43-47 Diesel Index. 
90 Oct. Premium. ..... 12-12 .25(2)-12.875-12.5 48-52 Diesel Index. . 
87 Oct. Regular 53-57 Diesel Index... 

x11 .25-11 .5-11.75(6)-11 .875-12(2)-12 .25 

83 Oct. 1: 


ar 
x10. 75-11-11 .25(2)-11 875-11 .5-11. 1 Heavy Fuele—Cargoes 


79 Oct. x10 375-10 625-10 75-11-11 . 125-11 No. 5 Fuel, 0-10 p.t. 
70-72 Oct. M Leaded . x9 75-10 .5(2)-10.75- 112) Bunker “C” Fuel 


.. .8.375-8 .75(3)x 
8.5-8 — 875 (3 )x 
- + 8. 625-9(8 )x 


Middle East Crude Prices 

(Prices are per bbl. of 42 U. UF ae. Ciaies of tanek beet on cthas gave 
taxes, ete., if any indicated, for gravities shown ; 

degree of at —/ applies me guavlties af = yo and above those shown). 


Persian Gulf 
Crude Company Price 


tal charges, sale 
per bbl. differential pe 


Gravity 


i} 


BO 0D BO 00 ee ee er 


Esso Export 
M. E. Crude Sales 
Socony-Vacuum 


Anglo-[ranian 
ran 
Sno Pecloum 
fecenee Seems 
p= 
| Mestereticn 
penta ranian 


Shell Petroleum 
Socony-Vacuum 


sheets 


£3: 
be 
weevvvvvcvwowe 


Mina-al-Ahmadi, Kuwait 
Umm Said, Qatar 
Umm Said, 


SRSVVSSSSLES 


z 
a 


40-40. 
36-36 . 
39-39. 
89-39. 
Eastern 
36-36 .9 
34-34. 9 
36-36 9 
36-36 .9 
36-36 .9 
36-36 .9 
ey 
Nov 


* Price shown incorrectly in Oct. 2: 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to crude ee, 2 and company’s re 
quirements; 2c per bbl. differential per degree of gravity applies for gravities below and above 
those shown, except for Lagunillas Heavy for whick price shown sre couees rdless of gravity. 
Price applicable for each cargo is that in effect at time ae a ans. For purchase 
made in fields, prices shown are basis for such purchases wi Siectinas being made for = 
minaling and pipe line services in accordance with published tariffs. P 


urchases by 
subject to contracts with Venezuelan government are made at prices established by schedule , 
below less le per bbl. 


— 
- 
= 
~ 


and 18 issues of NPN. 


Price 
$/Barrel FOB 
$1.76 Las’ Piedras or Amuay June 23, 


2.18 Amua. June 23, 1958 
: fae Veetees cr Acmeg Oct. 11, = 


poate June 23, 
Amuay June 23, 
Amua June 23, 

Las Piedras or Amuay June 23, 
June 23, 
June 23, 


Crude Gravity API 


ro goro sone cogeto toto nore 
SRBSSSSSSTSS 


) 
3 


pito 
Capure (Pedernales) 


Aviation Gasoline Prices 
(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specificatior 
MIL-F-5572, unless otherwise noted.) 


District 


Grade 91/96 Grade 80 


15.6(2) 
12.45-12.7(8) 
11.95(8) 
11.:2-11.45(8) 
bath 8.58 
8 .85(2) 7.858 
(a) Delivered Cleveland. 
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REPUBLIC OIL REFINING CO. 


of 
Petroleum 
Products 


Refinery, 
Texas City, Texas 











ANK CAR BUYERS 


e 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 





REFINERS MARKETING CO. 





HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Mainc to South Carolina 
f AVENUE NEW YORK 20 NY 





BARKOW PETROLEUM CO. 


Barrelling—Blending—Canning 


DOMESTIC and EXPORT 
Richmond—Seattle 
P. O. Box 335, Point Station 
RICHMOND, CALIF 











This Is Your 
Market Place! 
was a ie srt 
NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 











Tank Wagon Prices 


Prices for gasoline do not include taxes; 
inspection fees as shown in next column. 


they do, however, include 
Gasoline taxes, shown in Ala. 


1953, as posted by principal marketing companies at their headquarters’ 
offices, but subject to later correction. 


Inspection fees per 
unless —— specified, are as follows: 
1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 


al., included in both gasoline and kerosine prices, 


separate column, include 2c federal and state taxes; also city and county 2/25c; Kans. fs i 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100; 


taxes as indicated in footnotes. 


ee eed 
Atlantic ~ Kero. & 
Refining (Regular Grade) No. 
Dir. Feel 
Tw T.W. Taxes T.W. 


«14.6 
x15.15 
15.15 
15.65 

«14.6 

x14.0 
15 


Allentown, 
Ores nox 
Altoona..... 
Erie 
Greensburg. . 
Harrisburg. . 
Philadelphia. 
Pittsburgh. . 
Reading 
Wilkes Seas 15 
Williamsport x16 
Wilmington, 

Del...... "15 
Hartford, 

Conn..... 16. 
New Haven. 
Boston, 

M 


2m fo “300 bo 3-2-2 
eo © sto 


o> & 


Springfield. . 


Binghamton ‘ 
Buffalo. . 


Rochester... 
Syracuse P 
Watertown. . 
Baltimore, 


WOowHwOMwE: : : 
aA 2 ® AMCASCAwHHEREA 


Jacksonville, 
15 
15. 


es Om DH RWAMERMOOCAMRAK CS ® ABKWABDHAAA 
co CO CO © AMARAMQGataarsA Sn BW A AIA 
csc So & & SeeseesesSeSoSeSS Soo S&S Oo SSSSoSSSSO 


ae © DD A BWAROROOAAMHAMH 


Misc: 


Mineral Spirits V.M.&P. 
T.W. T.W. 
Philadelphia, Pa...... 18.5 20.0 
Pittsburgh 22.0 23.0 


Heavy Fuel Oils—T.W 
No. 5 No. 6 
Philadelphia, Pa....... 8.22 6.43 


Notes: 


Kerosine—Thru Pa. & Del., add le per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add le for deliveries of 100-299 
gals., 2c for less than 100 gals. 

Mineral Spirits prices also apply to Stoddard 
Solvent. 


xEffective Nov. 24. 


Cont’] (N. B. Prices are Continental's 
tank-wagon prices. Current selling 
Oil prices may vary from those shown 
use of local conditions.) 
Conoco Demand 
N-tane (3rd 
(regular) Grade) 
T agon Taxes 
Denver, Col. 
Grand Junc. . 
Pueblo. . 28x% 
Casper, Wyo. . 
Cheyenne 
Billings, Mont... 


Salt Lake, U ee 
— sa 5 
quer., N. M. 
Roswell. . 
Santa Fe. ‘ 
Muskogee, Okla.. 
Oklahoma City. . 
yn arine Bea 


CROCMOMHACHOOIANWH & 
22 9 G0 %© G0 G0 00 =3 G0 G0 G0 G0 G0 Ge G0 G0 Ge 
RNNONNMOSSOSOSOSSOSOSS 
AH ONMMONSSSOOSOWUNSORE 


Taxes: 


Gasoli tax 1 includes these city 
taxes: Albuquerque & Roswell, 0.5c: Santa 
Fe, le; Cheyenne, 1c; Casper, lc. 
Discounts: 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5¢; 400 gals. 
and over, deduct Ic. 

Notes: 
T. W. prices are to consumers and dealers. 
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Kerosine tank 
not include taxes; kerosine taxes where levied are indicated in footnotes. 
Discount, if any, are shown in footnotes. These prices in effect Nov. 30, 


wagon prices also do Nev. 1/20c; 


CHEVRON 
Standard of (Regular) Av. 80/87 Gaso- 
California T.T. wa. line 
400 Gals. & over Taxes 

San Fran., Cal... m | 8 

Angeles. . 
Fresno. . 
Phoenix, Ariz. 
Reno, Nev. 
Portland, Ore. 
Seattle, Wash. 
Spokane. . 
Tacoma 
Boise, Idaho 
Salt Lake, U... 
Honolulu, T. H.. 
Fairbanks, Alaska 
Juneau. 


@ 
WOM OCABRHAAARBONWDH 
00 2 3 2 GO et OO et tO I 
> &O-10 DOO W-1-I10 
conoouanonoocoe 


Standard Standard 

Diesel Standard Stove 
Kerosine Fuel Furnace Oil 
Te T.T. GUT.T. T.T. 
(400 gals. &over) (ex all taxes) 
12.7 12.7 14.2 
12.2 13.7 
13.5 15.0 
16.1 17.6 


San Fran.... 
Los Angeles. . 
Fresno... 
Phoenix. . 
Reno.. 
Portland 
Seattle 
Spokane 
Tacoma.... 
Boise : 
Salt Lake. . 
Honolulu. 
Fairbanks. . 
Juneau...... 


WIND OWH AH DW OD 
GON NO CO ~2 CO GON ON 


Taxes: 

Boise—S8e gas tax applies to motor fuel only; 
avgas taxes are 2c federal, 2.5¢ state 

Salt Lake—Tec gas tax applies to motor fuel 
only ; avgas taxes are 2c federal, 4c state. 

Honolulu—8.5e gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5c terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. 1 T.T. prices 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 

Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢ for 40-199 gals. ; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0¢ gal.; except at Honolulu add 5.0¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Boise, and Salt 
Lake, which are 2.0¢ gal. higher—than Chev- 
ron (Regular) for quantity delivered. For less 
than 40 gal. deliveries, add 5.0¢ gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0¢ gal. for less than 40 gals. (Marine) and 
less than 100 gals. (Shoreside). Add to Chev- 
ron Aviation 80/87 quantity delivered prices, 
eg 91/98, 5.0¢ for 100/130 and 8.0¢ for 
115 5. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 

‘or other deliveries: less than 40 gals., add 
8c; 200-399 gals. add 1c; 40-199 gals., add 4c; 
tank car/truck trailer; deduct 1.5c. Salt Lake 
City posted tank truck price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 6.5c; less 
than 40 gals., add 5e. 

*Standard No. 2 Burner Oil. 


Humble 
Humble Gasoline Gaso- Kerosine 
Oil Regular line Tank Re- 
T.W. Retail TaxesWagon tail 
Dallas, Tex.. . 14.8 20.1 : 13 s 17.5 
Ft. Worth... . 13 17.5 
Houston . : 13. 3 17.5 
San Antonio... ‘ 18.3 17.5 


Notes: 
T.W. prices are to all classes of dealers and 
consumers. 
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4c; N. D. 1/20c; Okla. 2/25c; S. S 
1/40c; Tenn. 2/5c; and Wisc. 3/100c. é 
Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 


1/8e; S 


Esso Gasoline 
(Regular Grade) 
Gasoline 
y Dir. sine 
T.W. Taxes T.W. 


Esso 
Standard 


Atlantic City, N. J.. 
Newark... , 
Baltimore, Md.. 
Cumberland. . i 
Washington, D.C... 
Danville, Va... .. 
Petersburg . 

Norfolk... . 
Richmond 

Roanoke 
Charleston, W. Va... 
Fairmont . , 
Parkersburg. . 
Wheeling. 

Charlotte, N. C.. 
Hickory 

Mt. Airy 

Raleigh... . 
Salisbury... 
Charleston, S. C. 
Columbia 
Spartanburg. a ightn 
New Orleans, La... . 
Baton Rouge 
Alexandria. 

Lake Charles. 
Shreveport . 

New Iberia 
Knoxville, Tenn. 
Memphis... . 
Chattanooga. 
Nashville. . . 

Little Rock, Ark 


yohH CONN eH AwWONDAH we 


PODNDHHANCHAOAMIHMNWARANWAIOOHHANWH ROOUAR 
PODNOEHHACABAAKH NW ARMANAOCOAHAWHROOUAD 
) ROOOOOO OOOO OD OOOO DO a9 “9-3 ~3 0 00 0 00 00-300 ON 
y NOSDS SSC OS OOOO OS OOS OOS SS SSSOOSSOSOSS 


CONMH wae awe: : 


Naphthas T.W. & Steel Bbis. 
Min Spirits V.M.&P. 
18 19.5 
24 25.5 


Newark, N. J. 


3,600 gals. & over 
Steel bbls. 
Washington, D. c. 
100-499 gals. ivi 
500- 3,599 gals. sche 
3,600 gals. & over 
Steel bbls... .. 
FUEL OILS—T.W. 


>? No.2 No.4 No.6 

Atlantic City, N. J... 14.4 13 
Newark... ‘x13. te | 44 $2 836 
Baltimore, Ma. we F 3.6 2.85 
he 9 oa mC... 0 : 3 2.89 
Norfolk, V: a os 
Danville 
Petersburg. .. . . 16 
Richmond. ... bon ae 
Roanoke. wie 
Charlotte, N. C.. 14 
Hickory...... 15 
Mt. Airy... ba ; 
Raleigh thi oe 
Salisbury. . inv 
Charleston, 8. C.... . 
Columbia. eo 
Spartanburg 
Taxes: Louisiana ke -rosine prices do not in- 
clude lc state tax. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 200 gals. or more; add 1c for 
100-299 gals. 2c for less than 10 Ogals. 

No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 


(Prices are per imperial gal. ; to 
Imperial arrive at price per U. S. ] 
il subtract 1/6th.) 
° (Esso Gasoline 
Regular Grade) 
Dealer Gasoline 
T.W. Taxes 
St. John’s Nfld... 8 14 
Halifax, N. 8.. 22 15 
St. John, N. B.. 
Charlottetown, 


o 


+ 1 Oe CON HOD AID ON 


P. E. . 
esectocel, ‘Que... 
Toronto, Ont 
Hamilton, Ont. 


CaeDmnoeeen MND 


Alta 
Edmonton, ‘Alte. ‘ 
Vancouver, B. C.. 
Taxes: Gasoline taxes are provincial taxes. 

xEffective Nov. 23. 


© 
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Cleepy Ganta 


Saved by Sinclair 


*Twas the night before Christmas and really quite late 
St. Nick was still sleeping — not heeding his date. 
The folks at the Pole were very concerned 
For they didn’t know what old Santa had learned. 


Tick tock went the clock by the side of his bed 
Till he woke with a smile and happily said, 
“Fill up my old Blitzen with gas and oil, too 
But be sure you use Sinclair—they’ve got something new. 


“They've got a new gas that starts fast in the cold 
And gives power and pick-up — I really am sold. 
This Power-X gas that is selling so well 
Is just what I need — it sure rings the bell. 


—— 





“My travels this Christmas will take half the time 
Though I'm late in my leaving — you see, it’s no crime. 
And this please remember, experience shows 
Extra Duty is super — as everyone knows. 


“It’s an oil that adds miles to the life of your car — 
Cuts consumption in half and that’s far above par. 

Round this earth I could travel 4 times I am sure 
And the engine in Blitzen is sure to endure. 


“Now I see by the clock it is time that I leave 
To be sure that all children have toys by this Eve. 
So it’s off for the rooftops all covered in white 
Merry Christmas to all and to all a good night.” 


\ 
POP? 
a 
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SS 





See 


SINCLAIR REFINING COMPANY-600 FIFTH AVENUE, NEW YORK 20, N. Y. 


December 2, 1953 * NATIONAL PETROLEUM NEWS 





PRICES in effect November 30—Tank Wagon—Cont. 


Secony Vacuum 

an ay Grade Mobilgas Goegsies ( Goede) 
Gasoline 80 91 Cons. Dir. Mobil Kerosine 

Taxes T.W. T.W. TW. TC. T.C. T.Cc. Yard T.W. 


f 


10-6 

5 9.9 
10.7 
12.1 
11.95 


5 
5. 

oon 5.4 
. xxi3. 
5. 
5 


11-41 
bro: 
on 





a 

- 
wreretor ttt i =. 
Boe SRERSS: oS: 


‘ @o! Snowregnan: © 


i2vi 
eat ae 
i2'd 1 


Hee BH HOW. w - 


x13. 


| Satort ot wales 


: BesS&: Sepe: pe 
** S@CaAS> A@aeea- Asa 


-. *10.4 «18.5 

. xx10.0 _— 8 
16.2 11.4 4.7 
10.7 ia: 0 

x10.3 «13.8 

15.0 

- 1 


“x 
. sere: 
. corso: 

x 


> Wwoms: Aner: Hpawe: @: - 
: BS: 


- Be 
* o~ 


116-0 0 fis 4 43:1 7 


SB AIM AFAVATI=ID WAAAAARBAAARARHAHAAAHS’ 
ecooocoooescooooosoooSoSooSeooS 


Mobilfuel wagon less 0.5c for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank 0.5¢ for deliveries of 300 gal. or more. 
Notes: Jamestown T.C. prices = delivered prices, all other T.C. prices are FOB bulk terminals. 
xEffective Nov. 20. xxEffective Nov. 21. ‘Effective Nov. 23. {Effective Nov. 25. 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W 
Sohio Sohio Sohio - S.R. D.C. V.M.&P. 
Sol- Naph- Varno- 
tha lene vent 


tp 
ge 


vent 


rr 
ee 
a 


AAMMAMAMM MEMEO: 

aZ 
SEUSBEEEEEEEES Ff 
coooooooooooo 


0 
0 
0 
0 
0 
0 
0 
0 
0 
0 
0 
0 


SEEBESEEEEEES 
wCovcvoevvvvvvve 
SSELEESESEEEE 
cooocooeocoocoo 
RESESERSESNES 
cocooooceooooo 
EEBESESBESESS 
ccooocoocoooooco 


*.. 
7 
7 
7 
) F 
7. 
7 
7 
7. 
7 
7 
7 


me Benes oom can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 
- supp 


Euosantss SS Ae Fee leer one oh eam, Sf oy be. gat, 1-40 anh te an 
jotes: Kerosine, Nos. Puels—Prices are for 100 gals. or more, 50 to gals. dy A gals. 2e per 
Naphthas & Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 150 


own (third grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operated stations. 


indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of Indiana 
tals plants where the company’s peleus exe publiely posted +54 





Red Crown Furnace Oi]—— 
(Reg. Grade) 100- 175- 350 850 
Cons. Dir. line sine 39 =O 849 gals. 
T.W. T.W. gals. gals. S& over & over 
18.3 16.3 epee eeoe cove cece 
17 
16.8 
16.3 
15.9 
15.7 
15.0 
16.0 
17.2 
17.1 
17.3 


- 
° 


fi 


i8:8¢ <1. ig.8e 


ak tt pet ft tk pt 
BAIATWDAIDIAIRH- 
ecocoocono 


Ge 00 Go 3 a3 
warn erom eo 


2e 


lel eee 
ARM AARAAIARAABRAMAAAIA 
a= -—— 
COCSSBRBVBBHOSOSCCCOSCS 
coooocoeoooooooseoo 


wren RoalaHrawnonreE 


Gasoline tax column includes these city and 
county taxes: Mobile, 2c city; Birmingham, Ic 
county; Montgomery, ic city and le county; 
Pensacola, le city. Other taxes not included 
in prices: Georgia, kerosine, lc; Montgomery, 
kerosine, 1c; Mississippi, kerosine 0.5c. 


Notes: 
Consumer t.w. prices are same as net dealer 
prices. 


Taxes: St. Louis, Mo., ta: 

city tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 4c state tax. State 
sales, occupation, consumer & use taxes to be 
added where applicable. 


-w. prices 
*“Temporary” price. of consumers with tatoos 
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ities”’, 


charge $7.50 per insertion. 


usiness Miscellaneous classifica- 
tions set in type this size without border—36 cents a word. Minimum 


CLASSIFIED 


DISPLAYED: oy Apa egee | set in special type or with border— 
$13.50 per column inch. 
UNDISPLAYED: Bor, Sale’, “Wanted to Buy”, 


“Help Wanted” 


“Positions Wanted”—15 cents a word. Minimum charge $3 per insertion. 
Box number counts 2 words. 
two weeks preceding date of issue. 


All classified advertisements are payable in advance. 


Copy must reach us by Wednesday 


No agency commission or cash di on classified advertisements 








For Sale 


COMPOUNDING PLANT on railroad siding. 

Eastern or midwestern location. Would con- 

ea stock interest in corporation. 
x " 


TRAILER TANKS—4 compartment Fruehauf, 
4000 gallon, double bulkhead, air brakes, 10:00 
x 20 tires, $950.00. 2—4750 gallon, Butler & 
Fruehauf, 2 and 3 compartment, — — 
$2650.00. Const x specs and p' 
quest, Bruce ackett Co., it wes 38th. st. 
Kansas City, Kans., DR-8386. 





Bids: December 4, 1953 
Leasing for Operation of 
Certain Gasoline Station Facilities 
Along Thruway System 


Pursuant to the provisions of Article 2, Title 
9, of the Public ‘Authorities Law, persons and 
corporations interested are invited to submit 
sealed proposals for for operation of 
certain gasoline station facilities alo along the 
Thruway System. 

Letting No. 1. Bids will be received for the 
operation of gasoline stations in the vicinity 
of the following locations before December 4, 
1958, at 10:30 A. M. 


Lecation 
Sloatsburg (South) 
Sloatsburg (North) 
South Schenectady 
Pattersonville 


Junius Ponds 
Clifton Springs 


Letting No. 2. Bids for the operation of 
gasoline station facilities in the vicinity of the 
following locations will be received before De- 
cember 11, 1953, at 10:30 A. M 





Indian Castle (West) 
Indian Castle (East) 


LeRoy 
East Pembroke 


Letting No. 3. Bids for the operation of 
gasoline ‘ctniien facilities in the vielnity of the 
following locations will be received before De- 
cember 18, 1953, at 10:30 A. M. 


Ne. Lecation Section 
17 Canastota 3 
18 East Syracuse 4 


Proposals in connection with leasing for 
operation of the gasoline station facilities set 
forth hereinabove will be publicly opened and 
read at the times set forth hereinabove at the 
office of the New York State Thruway Author- 
ity, 119 Washington Avenue, Albany 6, New 
York. Persons and corporations interested in 
leasing such facilities for operation may ob- 
tain from the office of the New York State 
Thruway Authority, 119 Washington Avenue, 
Albany 6, New York, a copy of the following 
contract documents as well as other informa- 
tion which shall include the following: 


1. General statement including pertinent in- 
formation relating to the Thruway, the 
operation of the gasoline stations on 
the Thruway, and the procedure for sub- 
mitting a bid for leasing for operation 
such gasoline stations. 

. Invitation for proposals. 

q ee of proposal. 

> of contract which me successful 
bidder will b be required to sign. 

. Schematic drawing entitled “New York 
State Thruway Service Facilities” showing 
the approximate location of the service 
areas along the Thruway in which are 
located the gasoline stations on which bids 
will be received as set forth herein. This 
drawing also shows those scheduled for 
future construction. 


6. Drawings as follows: 


a. Plot plan of service station area show- 
ing intended development. 


b. Site plan showing gasoline distribution 
system. 


¢. Main floor plan of service station area. 


d. Basement floor plan of service station 
area. 


e. Plan division of responsibility between 
restaurant and gasoline station operator 
with respect to tenance. 


All bids must be submitted on = forms and 
in the envelopes provided by the Authority. 
Neither the proposal forms nor the envelopes 
are to be altered in any way. Any bid which 
ae PP Ag og BF. in writing 
and in figures or obscure, or 
irregular ~ of be hela = +4 kk and may 
be rejected. Any bid having an erasure or 

correction on the proposal sheet may be con- 
sidered o> be irregular and may be rejected. 
fn esse of = meena between the price 
written in the bid and ‘that given in figures, 
o price in writing will be considered as the 


B. D. Tallamy, Chairman 
NEW YORK STATE THRUWAY AUTHORITY 





ADVERTISERS’ INDEX 


Ardmore Products—Division of 
Amco Corp. 

Armstrong Norwalk 
Corp. 

Armstrong Rubber Co. ........ 

Auto Specialties Mfg. Co. ...... 


Rubber 


Barkow Petroleum Co. 63 
Brodie, Ralph N. Co., Inc 
2nd Cover 


Campbell Chain Co. .......... 32 
Champlin Refining Co. ........ 30 
Coats Co., Inc. 21 
Cooper Tire & Rubber Co. .... 42 
Corduroy Rubber Co. 26 


Deep Rock Oil Corp. .......... 61 
Delco Products Div. 


Eaton Mfg. Co. ........3rd Cover 
Ever-tite Coupling Co. ........ 9 


Fruehauf Trailer Co. ........ 36, 37 


Gilbert & Barker Mfg. Co 
Serer rere 41 


Hamerslag Equipment Co. .... 22 
Hannay & Son, Inc., Clifford B... 38 
Hartol Petroleum Corp. 
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An advertisement in NPN's 
Classified Section will bring 
you quick, effective results 
at low cost. 


NATIONAL PETROLEUM NEWS 
338 W. 42nd St., New York 36, N. Y 


WRITE TODAY 














Marlow Pumps ............ 
Mathieson Chemical Co. 
Monsanto Chemical Co. 


National Cash Register Co. .... 
New England Petroleum Corp. . . 


OPW Corp. 


Patent Chemical Inc. 
Prest-O-Lite Battery Co., In 
Purolator Products Inc. 


Refiners Marketing Co. 
Republic Oil Refining Co. ...... 63 
Richfield Oil Corp. of N. Y..... 11 


Scully Signal Co 
Sinclair Refining Co. .......... 
Standard Steel Works ....4th Cover 


Texas Co. 

Thermoid Co. 
Tokheim Corp 
Tung-Sol Electric Co. 


United States Rubber Co. 





New NPN Address 


NATIONAL PETROLEUM NEWS 
has moved its publishing head- 
quarters from Cleveland to New 
York City. Readers should di- 
rect all correspondence now to 
the new NPN address: 


330 West 42nd Street 
New York 36, N. Y. 


The new NPN telephone num- 
ber is Longacre 4-3000. 














ABOUT OIL PEOPLE 


ROBERT L. MINCKLER, left, president of General Petroleum Corporation, Los 
Angeles, accepts an award “for conspicuous and notable service to the people of 
the state of Washington” from Albert Balch, Seattle, president of the Washington 
Association of Realtors. The scroll contains a miniature petroleum refinery in honor 
of General Petroleum’s refinery at Ferndale, Wash.; the first full-scale petroleum 


refinery in the Pacific Northwest 


J. E. Heston 
was recently made 
a vice president 
and director of 
Cities Service Oil 
Co. (Del.), princi- 
pal member com- 
pany of the Cities 
Service system. 
Mr. Heston, who 
has been co-ordi- 
nator of oil pro- 
duction for Cities 
Service in New York, will assume his 
new duties immediately in the com- 
pany’s Bartlesville, Okla., headquarters. 

A native of Oklahoma, Mr. Heston 
became associated with Cities Service 
Oil Co. in 1930 after taking his degree 
in geology at the University of Okla- 
homa. 

He held various geological and en- 
gineering positions with Cities Serv- 
ice from 1930 until 1941, when he 
went to Washington as assistant direc- 
tor of production in the Petroleum Ad- 
ministration for War. He returned to 
Cities Service in 1945. 


J. E. Heston 
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“Certificates of Appreciation” were 
presented to several oil men at the 
recent Chicago meeting of the Ameri- 
can Petroleum Institute. Seven of these 
certificates were awarded in recogni- 
tion of outstanding work on the Oil 
Industry Information Committee. Re- 
cipients of these awards were: 

W. Chalmers Burns, Hartol Petro- 
leum Corp., New York. 

Roy Diwoky, Pan-Am Southern 
Corp., New Orleans. 

William Finnegan, Jr., Humble Oil 
and Refining Co., Houston. 

Emmett M. Howard, American Oil 
Co., Philadelphia. 

W. J. Loufman, Fleet Wing Corp., 
Cleveland. 

Frank V. Martinek, Standard of In- 
diana, Chicago. 

A. T. Smith, Conoco, Denver. 


Fred W. Woods, former Shell Oil 
Co. secretary, has been appointed a 
special representative for the Citizens 
National Bank of Leesburg, Fla., by 
its board of directors. 


Milton R. Bower, manager of lubri- 
cating oil sales, was honored for his 
40 years of service with Standard Oil 
Co. of Ohio at a recent sales depart- 
ment luncheon in Cleveland. Mr. 
Bower joined Sohio in the accounting 
Office of the old Northern Ohio Dis- 
trict in November, 1913. Two years 
later he moved to the lubricating de- 
partment. He became manager for 
state-wide lubricating oil sales in 1935. 

At the same luncheon, seven Sohio 
employes received 25-year pins and 
became members of the company’s 
Quarter Century Club. They were: 
Melvin S. March, manager of tire, bat- 
tery and accessory sales; John C. Scott, 
district asphalt salesman; Harry Gillett, 
manager sales engineering; Lewis W. 
Richardson, staff assistant, retail out- 
lets; Floyd S. Butcher, staff assistant, 
training and publications; Isaac A. 
Mathias, manager tire, battery and ac- 
cessory sales for Fleet-Wing; and 
Arthur W. Kenerson, Sohio annuitant. 


Rudolph Cubicciotti, vice president 
of L. Sonneborn Sons, Inc., petroleum 
refiners and manufacturing chemists, 
has been elected 1954 chairman of the 
Lubrication Committee of the Ameri- 
can Petroleum Institute. He succeeds 
G. T. Dougherty of Standard Oil Co. 
of Indiana. Mr. Cubicciotti has been 
active in the API for many years and 
has served on the Lubrication Com- 
mittee since 1936. 


Herbert E. Paul has been appointed 
Seattle division manager of The Texas 
Co., succeeding C. S. Wharton who 
died three months ago. His territory 
includes Washington and Oregon. 

I. G. Morgan, formerly Dallas divi- 
sion manager, has succeeded Mr. Paul 
as assistant Pacific Coast territory 
manager. 

o 


Judson D. Munsell, Jr., has been ap- 
pointed division sales manager for the 
West Coast division of the Kendall 
Refining Co. He succeeds J. R. Reinen, 
who resigned to move to the East 
Coast. 

Mr. Munsell rejoins the Kendall 
organization after an absence of three 
years during which he was sales man- 
ager of the Pyramid Oil Co., a Kendall 
distributor in Benton Harbor, Mich. 
He first came to Kendall in 1937, 
doing distributor sales contact work 
until 1945, when he was made man- 
ager of Kendall’s sales engineering de- 
partment. Following that he became 
division sales manager for the Kendall 
Detroit division, a position he held 
until joining Pyramid Oil. 
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-— and this is how we are telling 
millions of car owners about it! 


A creat new product built for 
today’s changing conditions 
called for a powerful new ap- 
proach in motor oil advertising. 
The above illustration is spread 
across two magazine pages — in 
one of a series of advertisements 
introducing Advanced Custom- 
Made Havoline. 


This advertising in the big 
national magazines reaches into 
every area of the U.S.A. The 
result? Millions of motorists are 
learning about this motor oil that 
is Made . . . not Born! 


In advertising, in station dis- 
play and Dealer promotion we 
are telling about this new oil that 
“wear-proofs your engine for the 
life of your car.” Motorists with 
today’s higher-speed, higher-pow- 
ered engines will be buying more 
Havoline than ever. 


Constant product improve- 
ment, plus powerful advertising 
and Dealer sales support, has 
always been our way of keeping 
Texaco Dealers out in front of 
competition. Here is one more 
example. 


THE TEXAS COMPANY 


are such busy dealers / 
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R. C, SMITH, president of American Petroleum Co., and his son are both airplane 
pilots and cover their marketing territory around Davenport, Iowa, by air. The 
elder Mr. Smith, now 57, has flown since 1939, and is shown here standing before 
his Cessna 195. His son M. E. Smith, who is vice president of American Petroleum, 
was a fighter pilot during World War II, flying 6€ combat missions in the Aleutians 


and Germany 


J. W. Kirk, Jr., 29-year-old vice- 
president of the Fuel Oil & Equip- 
ment Co. of Roanoke, Va., reports that 
his company recently began marketing 
asphalts, in several grades. The com- 
pany makes deliveries of asphalt to 
road projects in specially equipped 
trailers. 

In order to handle the new line of 
asphalts, the company’s storage capaci- 
ty has been enlarged to its present 
terminal capacity of 1,200,000 gal. 
The rest of the company’s storage is 
devoted to fuel oil. 


A. W. (Bud) Townsend has been 
named supervisor of sales promotion 
of Union Oil of California’s market- 
ing department. W. S. Penn, Jr., has 
been named supervisor of market re- 
search. 

o 


Meldon F. Rice has been expanding 
the Greenfield, Mass., jobbership he 
bought from Shell and converted from 
a direct operation in 1951. He recently 
added eight new gasoline accounts and 
purchased one service station. To help 
service these new outlets, he also pur- 
chased one new truck with a capacity 
of 2,100 gal. He also became the Fire- 
stone distributor for his area recently, 
and started handling the Century line 
of heating equipment. 

His plans for the future include ex- 
pansion of his fuel oil and heating de- 
partment. 
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H. L. Dietrich, partner in the Orwell 
Gas & Oil Co., tells of several expan- 
sion moves being made by his jobber- 
ship in Orwell, Ohio. The company re- 
cently acquired a new 1,200 gal. de- 
livery truck and also increased the ca- 
pacity of its transport by mounting a 
new 5,750 gal. tank. 


John H. McHenry, manager of the 
Esso co-operative farm distributorship 
in Frederick, Md., reports his plant 
was recently enlarged to provide more 
storage space in order to make carload 
purchases possible. He also says the 
company is expanding its bulk plant. 
One of the company’s future plans is 
the remodeling and enlarging of its 
loading and unloading facilities, says 
Mr. McHenry. 


R. L. Mitchell, president of Sparton 
Petroleum Co., Inc., Spartanburg, S.C., 
reports the completion of five porce- 
lain enamel service stations in the last 
12 months. He plans a new bulk plant 
at Anderson, S.C., a new office build- 
ing at Spartanburg, and three more 
service stations at Greenville and 
Union, S.C. 


Francis Gilbane, Jr., general man- 
ager of Francis Gilbane, Inc., has 
made several recent operational 
,changes at his Pawtucket, R. I., job- 
' 


bership. He recently added air condi- 
tioning to his marketing line and out- 
fitted all of his drivers and servicemen 
with new uniforms. In his office oper- 
ations, he tightened his credit policy 
and is presently working on a new cost 
accounting system. Future expansion 
plans include remodeling the com- 
pany’s main office and building addi- 
tional garage space. 


Melvin F. Moritz, secretary-treas- 
urer of National Petroleum Products, 
Wentzville, Mo., reports his company 
has completed construction of a new 
Texaco station on Highway 61, near 
Troy, Mo. Next spring, he reports, the 
company hopes to build another sta- 
tion on Highway 40. 


A. Louis Abbott, Waynesboro, Ga., 
jobber, recently added a new service 
station and installed a new meter on 
his transport to make possible de- 
liveries to service stations direct from 
his supplier’s terminal. 


A. E. Jeffers, jobber in Three Rivers, 
Mich., recently completed a new $65,- 
000 truck station that includes a mod- 
ern restaurant. He also moved his bulk 
plant recently, enlarging his storage 
facilities. He has just repainted all of 
his stations, but plans to remodel three 
of them as soon as possible. 


H. H. Miller, manager of Standard 
Oil’s Mankato, Minn., division, has re- 
tired after 43 years’ service with the 
company. He joined the company in 
1910 as a bookkeeper at Sioux City, 
Iowa. He became manager at Mankato 
in 1943. 

R. L. Coates will succeed Mr. Mil- 
ler. Mr. Coates has been the manager 
of the reseller sales department in the 
company’s general offices at Chicago, 


R. D. Sharp, assistant manager-re- 
seller in the Chicago division, succeeds 
Mr. Coates as manager of the reseller 
sales department in the general office. 

R. G. Emmons, assistant manager- 
reseller at Omaha, Neb., will move to 
Chicago to succeed Mr. Sharp. 

E. J. Murray, TBA merchandise 
manager in the general office at Chi- 
cago, will replace Mr. Emmons at 
Omaha. 

K. G. Blanchard, sales manager- 
consumer, has been appointed assistant 
manager-reseller at Standard’s Deca- 
tur, Ill., division. He replaces J. A. 
Moniger, who has been transferred to 
other duties. 
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The New Scully THROTTLE REGULATOR* 
for AUTOMATIC Control of Fuel Oil Pumping Speed 


First One Tried, June 8 Four More Installed, Aug. 6 


Balance of Fleet Equipped, Aug. 10 


Throttle Regulator purchase sequence at Mass-Wharf Co, Cambridge, Mass. 


TRY ONE 


10 «70 BUY ONE... 


for Each Truck in Your Fleet! 


@ Eliminate Engine and Pump Racing 


For years, fuel delivery truck equipment has suffered costly 
wear and fear from engine and pump racing. It is just impossible 
for a chauffeur to adjust the hand throttle quickly and easily 
to give the best pump speed efficiency. 
Truck vibration can change a throttle adjustment. The chauffeur 
uses clothespins, elastic bands, notches, etc. to keep it in place. 
Or else he is forced many times to walk back to his truck to 
make a readjustment. 
lf a truck has no hand throttle, sometimes the carburetor 
is set up to control pumping speed. This causes too fast engine 
speed for traffic stops and hard gear shifting. 

Now you can eliminate these time and 

equipment-wasting irritations. 


®@ Control Throttle Adjustment Automatically! 


Get positive, consistent and proper pump speeds with Scully 
Automatic Throttle Regulator. Your delivery pumping can be 
regulated at the time of installation to any speed you wish 
within the limits of the pump maximum efficiency — and it will 
stay the same, day in and day out! 
® How Scully Throttle Regulator Benefits You 
. Eliminates manual adjustment of hand throttle. 

. Eliminates need for ever setting up carburetor 
beyond normal traffic idle. 

. Automatically adjusts engine speed for proper 
maximum pump efficiency. 

. Eliminates motor and pump racing. 

. Automatically starts to work when power 
take-off is engaged. 

. If compartment runs dry, engine automatically returns 
to idling speed with einiitt decrease of pump speed. 

. At transfer to new compartment, engine speed auto- 
matically increases to give proper maximum pump 
efficiency again. 

. When power take-off is disengaged, engine speed 
decreases to normal traffic idling speed. 

it Does Not Affect Throttle Operation During Driving 
*U. S. Patent No. 2634,68 1. Foreign Pats. Pend. 


SCULLY SIGNAL COMPANY 


| 79d a ee 
Makers of VENTALARM' Signal Products 





SUCTION INTAKE 





D=TO METER 


™~“. 
PRESSUR CHARGE 
| ie a 
%” TUBING CONNECTED TO GAUGE PORT OR TAPPED 
INTO LINE ON PRESSURE SIDE 





TRY ONE NOW! 
MONEY-BACK GUARANTEE! 


You will want to see for yourself how Throttle Regulator 
benefits YOUR operations. We'll make it easy for you to 


try one. 
HERE’S OUR OFFER 


Order and install just ONE Scully Throttle Regulator on a 
truck operated by a chauffeur in whose judgment you have 
confidence. Have him report to you after six days’ use. lf 
for any reason you ore dissatisfied with Throttle Regulator, 
return it to us at any time within 30 days of the date of our 
original invoice and we will REFUND YOUR MONEY. This 
offer is effective through Dec. 31, 1953. 


Of course we believe your satisfaction will be so great as to 
cause you to order ADDITIONAL units! Throttle Regulator 
costs only $29.50 f.o.b. Cambridge, including mounting 
brackets, all installation parts, and complete instructions. 


To Scully Signal Co., 88 First St., Cambridge 41, Mass. 


1 wish to order ONE Scully Throttle Regulator 
on your Money-Back Guarantee offer. 


Company Name 
Address 
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NEW AND OLD PRESIDENTS of the American Petroleum Credit Assn. are: 
Harry M. Barrentine (left), Skelly Oil Co., Kansas City, Mo., elected at the asso- 
ciation’s annual convention in New York, Oct. 26-28, and R. W. Weiler, The Texas 


Co., New York. whom he succeeded 


Julian E. Leager, jobber in Milling- 
ton, Md., has been expanding his fa- 
cilities. He recently completed a new 
headquarters building and purchased 
a new delivery truck and tank trailer. 
He is hoping to remodel his bulk plant 
and buy another delivery truck in the 
near future. 


Martin H. Heine of the Martin H. 
Heine Petroleum Co., Huntingdon, 
Pa., is the new president of the Penn- 
sylvania Petroleum Assn. He was 
elected at the group’s convention Oct. 
26 and 27 at Mount Pocono, Pa., to 
succeed M. D. DeTar of the Aero Oil 
Co., New Oxford. 

John J. Dougherty of Domoco Gas 
and Oil Co., Wilkes Barre, was named 
to the board of directors. He succeeds 
Osmun Skinner, Van Dyne Oil Co., 
Troy, Pa. 


Capt. John W. Spencer, long-time 
Standard Oil Co. of California em- 
ploye who died July 21 at 79, left an 
estate of more than $200,000 to estab- 
lish a scholarship fund for Richmond 
and El Cerrito, Calif., high school 
students. Three trustees have been 
appointed to select deserving students 
for scholarships to Stanford Univer- 
sity and the University of California. 
Capt. Spencer joined Standard in 
1906 as a third mate on a tanker. He 
was a master until 1918 when he 
went to shore duty, serving as reliev- 
ing officer and night superintendent 
at the Richmond wharf until his re- 
tirement. 
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C. M. Mathewson, division credit 
manager for Cities Service at Boston 
puts in his spare time as an instructor 
at Boston University, teaching a course 
in Credit and Collection. 

Harry E. Butcher, credit manager 
for Cities Service at Chicago, at a 
presentation ceremony at the New 
York convention of the American Pe- 
troleum Credit Assn. in October, re- 
ceived his certificate as a Fellow in the 
National Institute of Credit of the Na- 
tional Assn. of Credit Men. 


F. A. Whetton, treasurer of Whet- 
ton’s Oil Co., Needham, Mass., re- 
ports his company recently dismantled 
a coal silo plant to make room for 
more oil storage. 


I. S. Huntington has remodeled two 
of his stations recently and also added 
one new truck to his jobber operation 
in Salina, Kan. He is the owner of the 
Huntington Oil Co. 


David Walters has added a 4,500 
gal. transport to his jobber operation 
at Philadelphia, Pa. The new transport 
will be used for hauling to the com- 
pany’s plant and also for deliveries to 
home heating customers. 


E. J. Connable says his Moto-Pep, 
Inc., of Memphis, Tenn., is spending 
about $150,000 on its current expan- 
sion program. This program includes 
building five new stations and painting 
the older stations that require it. 


COMING MEETINGS 


DECEMBER 


Oil Industry TBA Group, annual national 
meeting, Chase Park Plaza, and Forest 
Park Hotels, St. Louis, Dec. 7-8. 


JANUARY—1954 


Kentucky Petroleum Marketers Assn., Brown 
Hotel, Louisville, Ky., Jan. 6-7. 

Northwest Petroleum Assn., St Paul Hotel, 
St. Paul, Minn., Jan. 14-15. 

Kansas Oil Men’s Assn., 39th annual con- 
vention, Lassen Hotel, Wichita, Kansas, 
Jan. 19-20. 


FEBRUARY 


Missouri Petroleum Assn., Chase Hotel, St. 
Louis, Feb. 8-10. 

Western Petroleum Refiners Assn., regional 
meeting, Hotel Beaumont, Beaumont, Tex., 
Feb. 11-12. 

American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillae Hotel, Detroit, 
Feb. 15-17. 

Iowa Independent Oil Jobbers Assn., annual 
convention, Fort Des Moines Hotel, Des 
Moines, Iowa, Feb. 17-18. 

Wisconsin Petroleum Assn., Hotel Schroeder, 
Milwaukee, Wis., Feb. 24-25. 


MARCH 


Texas Oil Jobbers Assn., annual convention, 
Baker Hotel, Dallas, Tex., Mar. 8-10. 

Ohio Petroleum Marketers Asen., annual con- 
vention and marketing exposition, Deshler- 
Hilton Hotel, Columbus, Ohio, March 16-18. 

Western Petroleum Refiners Assn., annua! 
meeting, Plaza Hotel, San Antonio, Tex., 
March 29-31. 


APRIL 


American Society of Labrication Engineers, 
Netherland-Plaza, Cincinnati, Ohio, April 

National Petroleum Assn., 5ist semi-annual 
meeting, Hotel Cleveland, Cleveland, Ohio, 
April 14-16. 


MAY 


American Petroleum Institute, Lubrication 
Committee, Skytop Lodge, Skytop, Pa., May 
3-5. 

American Petroleum Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 

National Highway Users Conference, Fifth 
Highway Transportation Congress, May- 
flower Hotel, Washington, May 4-6. 

Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 

American Petroleum Institute, Division of 

rtation products pipe line confer- 
ence, Warwick Hotel, Philadelphia, May 
10-12. 

Americen Petroleum Institute, Division of Re- 
fining, midyear meeting, Rice Hotel, Hous- 
ton, May 10-13. 

Indiana Independent Petroleum Assn., French 
Lick Hotel, French Lick, Ind. May 12-13. 
Assn. of American Battery Manofacturers, 
White Sulphur Springs, W. Va., May 13-15. 
Interstate Oil Compact Commission, spring 
meeting, General Oglethorpe Hotel, Savan-~ 

nah, Ga., May 13-15. 

Oil Heat Institute of America, Ben Franklin 
Hotel, Philadelphia, May 17. 

American Petroleum Institute, Division of 
Marketing, midyear meeting, Cosmopolitan 
Hotel, Denver, Colo., May 17-19. 

North Carolina Oil Jobbers Assn., spring con- 
vention cruise on board the Queen of Ber- 

. sailing from Norfolk for Bermuda, 
May 23-28. 


JUNE 


Pennsylvania Grade Crude Oil Assn., 3ist an- 
nual meeting, Hotel William Penn, Pitts- 
burgh, June 3-4. 


SEPTEMBER 


National Petroleum Assn., 52nd annual meet- 
oy, Meee Traymore, Atlantic City, Sept. 
15-17. 


December 2, 1953 + NATIONAL PETROLEUM NEWS 





Performance Records prove 
aton 2-Speed 

Ayle trucks 

haul more, 


quicker, 

longer, at lower cost, are 
worth more when 
*ecmncaerctctt | traded-in 


AXLE DIVISION 
MANUFACTURING COMPANY 
CLEVELAND, OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves* Tappets® Hydraulic Valve Lifters* Valve Seat Inserts Jet 
Engine Parts* Rotor Pumps*® Motor Truck Axles* Permanent Mold Gray Iron Castings * Heater Defroster Units* Snap Rings 
Springtites* Spring Washers* Cold Drawn Steel* Stampings* Leaf and Coil Springs* Dynamatic Drives, Brakes, Dynamometers 











OVER 260 BULK LIQUIDS ARE 
TURTLE 


This Tank 
Carries 4800 
Gallons of 
Dowell Acid 


REGARDLESS OF YOUR 
PRODUCT OR PROBLEM 


LET US G2gene02 





YOUR TRANSPORTS 


“Engineered In” 


Every Standard 
Steel Transport 


SERVING AMERICAN INDUSTRY is a vast 
fleet of more than over 15,000 Trans- 
ports owned by Independent Trans- 
port Operators on a “For Hire Basis.” 
This is a $300,000,000 business in its 
own right . . . Unique in that it is an 

“Industry on Wheels” . each cab 
being a branch office manned by a 
responsible representative ... each 
unit being a warehouse on wheels 
for quick delivery. 


STANDARD STEEL TRANSPORTS are first 
choice of many of these Independent 
Operators . . . Just as they are first 
choice of many executives who 
maintain company owned fleets. 


Because STANDARD STEEL TRANSPORTS stand- 
up under hard day in and day out oper- 
ation . . . Because they are designed by 
engineers . . . manufactured under the 
supervision of experienced engineers. . . 
and sold by engineering sales representa- 
tives .. . STANDARD STEEL units have 
what it takes to meet product, road, driver, 
cost accountant and legal demands. 


Regardless of what you are hauling or 
under what conditions, STANDARD STEEL 
ENGINEERS can design and deliver the 
right unit for your profitable operation. 


Every feature that makes for safety, sta- 
bility. efficiency. and economy is built into 
the transport. Write or call NOrclay 3200. 


Standard Steel Works, Nort KANsAs City, Mo. 





